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HOMAS F. TAR- 

BELL, who was 
elected to his second term 
as president of the Casualty 
Actuarial Society last Fri- 
day is actuary of the com- 
pensation and liability de- 
partments of The Travelers 
Insurance Company. He is 
a native of Pepperell, 
Mass., and a graduate of 
Lawrence Academy, Gro- 
ton, Mass. and of Williams 
College. He entered the 
asurance business in the 
actuarial department of the 
Mutual Life Insurance 
Company of New York in 

















1910, and remained there 
until January 1919. Then, 
for a short time, he was 
connected with the Con- 
necticut Insurance Depart- 
ment later entering the ser- 
vice of the Aetna Insur- 
ance Companies. He as- 
sumed his present position 








Thomas F. Tarbell 


with The Travelers in 1927. 


He is a fellow, by exami- 
nation, of the Actuarial So- 
ciety of America, and a fel- 


low, by examination, of the 


Casualty Actuarial Society. 
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Cash Capital 
$24,000,000.00 


Net Surplus 
$36,398,755.35 


(Accumulated over 78 years) 


Surplus to Policyholders 
$60,398,755.35 


Additional Funds 
$38,936,368.00 


(Pro Rata Unearned Premiums) 


Reserved 


for miscellaneous accounts, taxes, dividends, 
and other obligations 


$12,754,865.55 


Assets 


Cash on hand, funds conservatively invested 
or current balances payable when due 


$112,089,988.90 
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GGRESSIVE nations throughout the world are constantly 
experimenting in various ways to facilitate the production of 

its industries, make the home more comfortable and maintain safety 
through its national defense. A recent achievement has made it 
possible for a specially constructed submarine to carry an airplane. 
This aircraft is catapulted from the submarine deck and on returning 
from its flight is hoisted into the hangar on the deck by a crane. 
»> The Home Insurance Company through its progressiveness has 
developed and sponsored new forms of insurance to meet the needs 
of the public. “The Home of New York” fosters all that which is 


good for furthering the business of fire insurance in the interest 


of its agents and policyholders—The “Home” is dependable. » 


NEW YORK 


WILFRED KURTH, President 


INSURANCE 
COMPANY 


59 MAIDEN LANE 


Reputation Service 


« » 





mpany, at 243 West 39th Street, New York, N. Y. Entered as second-class matter 
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This Week : 


@ Furs, jewelry, silverware, fine arts—the in- 
surances on these articles are described on 
pages 4 and 5. They comprise the fire insur- 
ance agent's Christmas business. 


* * 


@ Tips on sales:—Read the Monthly Calendar 
for some good bets on soliciting that you may 
have overlooked. There’s a sales letter, too, 
designed to help you sell the all-risk covers. 


@ Special Features:—The editor on annual 
statements of casualty companies: “Soundings” 
discusses the business reaction to the Man- 
churian situation, and if you think you’re grow- 
ing old you'll be vastly entertained by “Smoke's” 
musings on the subject on page 24. 


Next Week: 


@ The public no longer has to be told that 
forced liquidation of securities is a costly pro- 
cedure but it is necessary to remind people of 
this unpleasant fact. And to suggest that they 
provide sufficient life insurance to take care of 
estate settlement, inheritance taxes, etc. Leon 
Gilbert Simon, nationally recognized authority 
on this subject, contributes an article on life 
insurance as it applies to these needs. 


* 


@ John Morrell, a consistently large producer 
from Chicago, addressed the New York Life 
Underwriters Association last week and his 
thorough grasp of State laws as they concern 
the selling of life insurance and the manner in 
which he capitalizes them was a revelation. 
At the same meeting Albert Hirst, Counsel for 
the New York State Association, gave an ex- 
planation of how life insurance is exempt from 
creditor’s claims under Section 15 of the Per- 
sonal Property Act. An article by Mr. Hirst 
will discuss this little known law together with 
Section 55-A. 


* 


@ The Monthly Calendar for life agents will 
present daily reminders and selling suggestions. 
Also leading news developments in the Fire, 
Life and Casualty field. 





A Casualty Actuarial Job 


NE of the major accomplishments of the National Con- 
O vention of Insurance Commissioners has been insistence 

on standardization and uniformity in the preparation of 
annual statements. The convention blank form of statement 
for fire and life insurance companies permits a ready and 
comprehensive estimate of the financial condition of the com- 
panies in these groups. The supporting schedules have been 
so coordinated that they effectually elaborate the basic facts. 
In the main, they seem open to little criticism. 


Casualty insurance, of comparative recent origin, in its 
variety of coverages presents problems which are peculiar to 
it. Essentially, it is at variance with both life and fire insur- 
ance. Obviously it needs special consideration. It would 
seem, however, that the convention blank form is rather a 
makeshift variation from the original fire statement than a 
balance sheet inaugurated and designed to meet the require- 
ments of a new and broadening enterprise. As a result we 
find in it certain items whose nomenclature is inadequately 
descriptive. There being no established rule for computation 
of these items, methods vary as between companies. 


In addition, supporting schedules use similar terms to de- 
scribe varying items and confound even skilled casualty actu- 
aries in their deviations. Divergent accounting procedure 
largely nullifies comparative statistics and in consequence pre- 
vents the upbuilding of proper experience tables for rate and 
cost guidance. 


The business world is at an interval. An inertia exists be- 
tween the tides of repression and advance. It is an oppor- 
tune moment for renovation. The future of casualty insur- 
ance companies seems to plead for the adoption of uniformity 
in accounting, standardization in methods and an annual 
statement blank of clarity and coordination designed to fit 
the needs of complex and growing multiple line carriers. 
The public has never before been 
so interested in the financial sta- 
bility of corporations and their 
demand in this respect holds on | l Y 0 
high the factors of simplicity and ff - + 
uniformity. 
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SELLING THE ALL-RISKS 


HERE are a lot of wealthy people in Amer- 

ica and they like nice things. Then there is 

another class, much larger, not wealthy, ac- 

cording to modern standards, but decidedly 

comfortable and secure. They like nice 
things, too, and what’s more they have them. By 
nice things we mean genuine jewels, the best of 
silver service, original art objects of permanent 
value, and luxurious furs. 

The American people have long since believed 
in, and have been purchasing, quality goods. The 
young man, rich or poor, who plights his troth to- 
day, symbolizes it with the purchase of nothing 
but a perfectly cut diamond. Dine at any modest 
but nicely appointed home and you will find the 
table graced with exquisite sterling. For young 
ladies of all classes the fur coat, of course, is stand- 
ard winter apparel. 

People who have the taste and desire for such 
objects are characteristically inclined to purchase 
insurance protection for them. In the case of real 
wealthy people, the insurance premium is a trifling 
expense—the cost is not an important factor—and 
in instances where the owners have stretched their 
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COVER 





Prospects for the all-risks cover on luxuries are not limited 
to the Morgans and the Mellons. A good business in Jeweler’s 
Block, Jewelry Floater, Silverware Floater, Fine Arts and 
Personal Floaters awaits the agent who has a working knowl- 
edge of the inland marine forms. The Christmas season is an 
ideal time to solicit this business. And remember, anyone 
By who can afford to own such objects can well afford to pay 


the nominal premium on the insurance which protects them. 


Robert W. Sheehan 








incomes to make such purchases, the need and 
value of insurance is doubly great. 

An agent’s opportunities for selling such insur- 
ance protection are, as we have seen, manifold, the 
arguments potent and the desire of the prospects 
keen. There is a third factor which makes this 
class of business ideal for solicitation. The insur- 
ance, under the all-risks policy, is extremely simple 
to write. 

Lastly, the approach of the Christmas holidays 
makes this line very seasonable indeed. 

You’ll make a fine start if you go to your local 
jeweler and sell him a jeweler’s block policy. This 
protects his stock against all hazards as well as 
such jewels as are left with him for repair and 
appraisal. More important still, such a contact is 


THE SPECTATOR 
November 19, 1931 


one of the most beneficial you can make. The 
jeweler is a great source of leads and what is more, 
in the majority of cases he will be glad to recom- 
mend personally your cover to his customer. The 
jewelery floater which you sell to individuals is 
a peach of a policy, modern, comprehensive, and 
comprehensible. There are very few “ifs,” “ands” 
or “buts” to this policy and it indemnifies against 
all risks with no restriction as to location. You 
can’t get sufficient jewelry protection in a mere 
personal effects policy, it is well to remember. 

A special engagement ring policy is an attrac- 
tive feature worth looking into. The sale of such 
a policy is a good preamble to later solicitation. 

Silverware insurance is sold conveniently under 
the floater form. Silverware is a popular wedding 

(Concluded on page 11) 








Not Done That Way 


WRITER in the London Post 

magazine says that poor Mr. 
Capone, shivering in prison just 
oecause he failed to comply with 
the income tax demands of an un- 
appreciative State, has had his 
hard lot lightened by his insur- 
ance agents. Safely under lock 
and key, the writer asserts, Mr. 
Capone is no longer exposed to 
the lead-spraying activities of his 
enemies and is consequently a 
much better risk, and so, it is re- 
ported, he says, that his life in- 
surance premiums have been re- 
duced by two-thirds. 

That statement, like so many 
others, would be interesting if 
true. We know nothing about the 
amount of life or other insurance 
that the Chicago gangster has. 
We doubt the probability of a 
two-third reduction in his pre- 
mium payments, if he has any 
such payment to make. Such in- 
ference, if carried to its logical 
conclusion, would assume that a 
fire insurance company would 
gladly insure the buildings or 
goods of a well-known scoundrel, 
already many times accused if 
not convicted of arson, if the pre- 
mium paid was_ considerably 
above the rate for similar risks 
in the same locality. Then, when 
the insured was forced to abridge 
the liberty of his movements be- 
cause of a prison sen- 
tence, the fire company 
would immediately re- 
fund a part of the 
premium until his re- 
lease on the assumption 
that he could not set 
fire to his property so 
long as he was in jail. 

Neither life nor fire 
insurance companies 
conduct their business 
along such lines, and 
the fact that they do 
not is one of the rea- 
sons they have secured 
the confidence of the in- 
sured. Fire agents as 
well as life agents are 
familiar with what is 
termed the moral haz- 
ard in the placing of in- 
surance, and the time 
when insurance of any 
form was looked upon as 
simply a gamble against 
chance has passed. 


Editorial 


With the Editors 








Likes Our Looks 


To the Editor: 

I want to extend to you my 
congratulations on the sev- 
eral changes in the appear- 
ance of THE SPECTATOR. 

Practically every one of 
these is a distinct improve- 
ment and I think the maga- 
zine now presents a most at- 
tractive appearance. 

To my mind, in editing a 
publication, it is not enough 
merely to include good mate- 
rial. The other part of the 
job is to make _ readers 
realize that good material is 
contained therein, and 
proper art work, typography 
and layout can do much to 
“sell” the reader on the qual- 
ity of the material in the 
publication. 

I just wanted to add my 


_ appreciation to the many you 


must be receiving of the re- 
cent improvements in THE 
SPECTATOR. 
Cordially yours, 
KENILWORTH H. Matuwus, 
Editor of Publications 
Connecticut Mutual Life 














Christmas Club Funds 


WELVE million members 
of the various Christmas 
Clubs of the country will 
receive more than six hundred 
million dollars during the next 
two weeks. For the first time in 
its twenty-one years of service 
the Christmas Club and its sub- 
scribing banks are coordinating 
the distributoin of these vast ac- 
cumulations with the merchandis- 
ing activities of merchants of 
over four thousand different com- 
munities and the watchword is to 
be sensible spending. 

A part of these funds should 
find their way directly as well as 
indirectly to the accounts of in- 
surance agents in all lines. 


Fire Loss Record 


SLIGHT diminution in the 

property fire loss in the 
United States and Canada for the 
month of October, 1931, as com- 
pared with the same month a 
year ago, is indicated by the tabu- 
lation prepared by the National 
Board of Fire Underwriters. The 
loss in October last was $35,501,- 
530, compared with $36,838,614 
in October, 1930, but was about 
four million dollars greater in Oc- 
tober, 1931, than in October, 


1929. The loss for the first ten 
months 


of the current year, 
given as $376,215,415, 
is about nine million 
dollars less than for 
the corresponding peri- 
od last year. Assum- 
ing that the losses 
in November and De- 
cember of this year will 
be approximately equal 
to those in the same 
months last year, the 
loss for the entire year 
1931 will approximate 
$454,000,000, against 
$463,000,000 for the 
full year 1930 and 
$422,000,000 in 1929. 
It is reasonable to ex- 
pect, therefore, that 
the loss for 1931 will 
fall somewhat below 
that of last year. 

All this is a tribute 
to the underwriting 
skill to be found every- 
where in the fire insur- 
ance field. 
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Time 
(Week of Nov. 9-14 in 


Review) 


Philip Burnet, Continental American 
Life President, dies. 





Missouri State Life plans voting trust 
sponsored by E. D. Nims, chairman of 
the board. M. J. Dorsey and Theobald 
Felss start opposition movement. 





Wm. A. Searle resigns as executive 
vice-president of the Pyramid Life. 





Provident Mutual Life announces a 
continuance of disability with certain 
modifications. 





Directors approve sale of Chicago 
National Life to Pacific States Life of 
Hollywood. 





Proposed merger of Associated Fire 
& Marine and Chicago F. & M. aban- 
doned. 





Plan to merge Chicago F. & M. with 
Lincoln Fire of New York gets under 
way. 





Edward C. Stokes, former Governor 
of New Jersey, named chairman of the 
board of the Independence Indemnity 
Company. 





J. B. McCutchan and Darby Day in- 
dicated by Federal Grand Jury in con- 
nection with the Missouri affairs of the 
Chicago Fidelity and Casualty and the 
Continental Indemnity. 





Great American Indemnity announces 
plan to increase surplus by $1,500,000. 





Conference on Field Supervision 
Costs for Casualty Insurance estab- 
lished as auxilliary rating organization. 





Ocean Accident & Guarantee Cor- 
poration, Ltd., turns entire credit in- 
surance business over to London Guar- 
antee & Accident. 





Life Presidents’ figures for October 
show relative improvement in life in- 
surance production. 





Mutual Benefit announces that it 
will retain its disability provision un- 
less the business diverted to its books 
from other companies causes it to 
change its present plans. 





Fire Underwriters Association of the 
Northwest holds final meeting. All 
members are eligible for enrollment in 
Life Members Society. 





Vice-presidents John Kay, A. H. 
Hassinger and Wells T. Bassett retire 
from the active staff of the Firemen’s 
Insurance Company of Newark. 





Fred H. Leach elected president of 
the South Dakota insurors at annual 
meeting. 





Maryland court of appeals denies 
priority right of bonding company for 
State or city deposits after bank has 
failed. 
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OLIVER TWISTER WANTED MORE THAN 


HIS SHARE 
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_————= By ROBERT WADE SHEEHAN————"| 
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ing for his newspaper on the Man- 


| WASHINGTON correspondent, writ- 


churian crisis, says: “It is readily con- 
ceded that if the Government showed any 
inclination to join with- the League of 
Nations in an economic boycott against 
Japan, the administration would be sub- 
jected to severe pressure from powerful busi- 
ness interests in this country.” 

It is to be inferred that the “powerful 
business interests” in question are concerned 
not with the diplomatic fitness of the sug- 
gested embargo, but are inspired simply by 
the desire to forestall any move that would 
endanger their immediate profits. It is con- 
ceivable, of course, that American partici- 
pation in any move to discipline Japan might 
be unwise, but that is quite beside the point. 
The position for all business interests to 
take, regardless of their traffic with Japan, 
is one that is squarely behind whatever 
honest effort our Government makes to pre- 
vent a war among nations which might 
eventually involve the United States. 

It has been brought home to us most dis- 
tinctly, during the last two years, that war 
is not profitable to either the victors or the 
vanquished. We can depend upon it that 
the economic fruits of the next war will be 
still more bitter. It is doubtful if business 
will even be permitted the brief orgy of 
bloated profits that characterized the last 
one. Excessive governmental regulation will 
prevail, with a strong possibility of fixed 
prices for labor and materials, and control 


of the rate of production. 


And after the 


shooting is over, the Government may not 
be so readily inclined to part with its pre- 


rogatives as it was in 1918. 





z 
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Tide 


(A Weekly Review of 
Business Trends) 
Leading retail stores of New 


York City report an increase in 
business since November 1. 





Stock Exchange prices for 70 in- 
dustrials for the week ending No- 
vember 14 ranged from 132.32 on 
Monday to 128.61 on Saturday. The 
composite average of 30 rails de- 
creased from 47.10 Monday to 
43.05 Saturday. The average of 
the 100 stocks declined from 106.76 
Monday to 102.95 Saturday. The 
composite average of 30 bonds fell 
from 89.34 Monday to 88.72 Sat- 
urday. 





Bond transactions on the New 
York Stock Exchange last week 
totalled $65,225,500 as against 
$54,898,950 in 1930. 





Car loadings in grain and grain 
products show an increase last 
week. 





Anthracite shipments for October 
amounted to 5,194,968 gross tons 
for an increase of 1,822,042 over 
September. 





Average prices of stocks on the 
Paris Bourse showed a decrease last 
week. 





Aeroplane plants in Seattle re- 
port highest payroll for twenty 
months. 





French pigiron production for 
September reached a new low at 
654,000 tons. 





Cotton futures last week showed 
a decline of 70 cents to $1.10 a 
bale. 





Fisher’s Commodity Index shows 
an increase in price of 0.2 to 68.5 
of the 1926 level. The purchasing 
power of the dollar fell. 0.05 to 
45.9 cents above the 1926 average. 





Debits to individual accounts as 
reported to the Federal Reserve 
Board for the week ending Novem- 
ber 11 aggregated $7,192,000,000 
or 10 per cent below the total re- 
ported the preceding week. 





Monthly iron and steel produc- 
tion in Great Britain show increases 
in October, pigiron from 248,000 
tons in September to 284,200 and 
steel rose from 400,000 tons in Sep- 
tember to 450,000 in October. 





The monthly credit survey of the 
National Association of Credit men 
for collections show a decrease of 
4 per cent in the slow column and 
an increase of 5 per cent in the 
fair column. 





Forty-seven chain store com- 
panies including three mail order 
stores show a decrease in sales for 
the first ten months of 4.68 per 
cent, though excluding the mail 
order companies the decrease was 
2.73 per cent. 











An Insurance Salesman’s 





chance to make your 

1931 production look 
like something. The breaks 
are with you, for Decem- 
ber of this year is a 
likely month in which to 
make a special drive for 
business. 


1 This is your last 








ness have picked up 

and over $600,000,000 
in Christmas Club funds 
has already been released! 
Formulate a workable 
plan to get your share of 
this ready cash. 


2 Many lines of busi- 


passinig up the pre- 

mium possibilities of 
accident insurance. Job- 
holders aren’t over-confi- 
dent these days. Ask any 
one of them how they’d 
feel about a forced three 
weeks’ vacation. 


7 It’s time you stopped 


a ad 
A Selling 
Suggestion 


for Each | | 
Working HA 
Day il 








ature out immediate- 

ly. The suggested all- 
risks letter in this num- 
ber of THE SPECTATOR is a 
good one to feature. If 
you choose you can intro- 
duce a Christmas refer- 
ence. 


3 Get your sales liter- 


tomed to accident in- 

surance protection. 
With the majority of the 
life insurance companies 
withdrawing from disa- 
bility the offices prepared 
to write personal accident 
insurance are face to face 
with a_ golden’ oppor- 
tunity. 


Q The public is accus- 


How much busi- 
1 1] ness have you over- 

looked that is di- 
rectly “under your nose’’? 
The neighborhood hole-in- 
the-wall store, for exam- 
ple, that does a flourish- 
ing little business. Use 
and Occupancy is an ideal 
coverage for such a busi- 
ness. 


A safe deposit box 
14 is not always safe. 

When they are 
robbed, the question of 
liability is never too clear. 
Try selling your local 
bank safe deposit box in- 
surance, or _ individual 
box-holders, or both. 








The high-powered ad- 
4 vertising done by 

your competitiors for 
the public’s spendable dol- 
lars makes it imperative 
that you, too, fall into 
line. Compose your ads 
immediately and_ insert 
them in the local dailies 
early and frequently. 


three calls in a day 

and yet turn in a 
banner day’s production, 
but you should plan twelve 
definite calls before you 
leave your offices each 
morning. It’s a foolish 
fellow who runs out of 
prospects before he runs 
out of ambition. 


9 You might make only 


With the sidewalks 
1? covered with sleet 

and ice, your acci- 
dent insurance sales talk 
is timely. It works both 
ways. Sell landlord and 
tenant’s public liability. 
And don’t forget the em- 
ployer’s liability endorse- 
ment. 


It sometimes takes 
15 years and years of 

plugging to get a 
workmen’s compensation 
account. Make repeated 
calls on all your prospects 
for this coverage. Ulti- 
mate success will repay 
your efforts many times 
over. 





Here’s a day in which 
5 you can do a lot of 

effective desk work. 
Go through your prospect 
files and select the twenty- 
five most likely names of 
the lot. Mail a letter to 
each. Telephone in three 
days for an appointment. 
Make your follow-up call 
a real sales effort. 








A good planner 
1 will not spend more 

time going places 
than doing things when 
he gets there. Arrange 
your calls geographically 
so that as little time as 
possible will be spent 
traveling. 











The public has been 
16 educated to higher 

suits and _ higher 
awards for injuries. Edu- 
cate them to higher limits 
for Automobile Liability 
and Property Damage In- 
surance. The old “5 and 
10” is not enough. 
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For Fire and Casualty Agents 








Calendar for December 











The mention of 
19 laundry bundles 

somehow reminds 
us of racketeers, and 
racketeers of bombs, and 
bombs of riot and civil 
commotion insurance 
which isn’t a bad form 
of protection for any mer- 
chant or manufacturer to 
have. 


Have you ever sold 
23 a policy of insur- 

ance covering an 
engagement ring? The 
rates are even lower than 
they were. Watch the 
newspapers for a perfect 
prospect list. 


Events of the past 
28 year have demon- 

strated the futility 
of haphazard insurance 
selling. Planned work is 
the only profitable work 
in good times or bad. 
What are your 1932 
plans? 
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A true aura of 
P24 peace and goodwill 

will permeate those 
homes tomorrow’ which 
you, as an insurance 
agent, have _ protected 
against unseen contin- 
gencies. 


Start your whole 
29 office on an imme- 

diate _ inventory. 
Your first move is a thor- 
ough checking and _ re- 
checking of your prospect 
file. Weed out the bad 
ones and double check the 
best ones. 





It would be inter- 
17 esting to know 

how many of your 
fire insurance policyhold- 
ers think they are cov- 
ered against such loss as 
only an explosion insur- 
ance policy will indemni- 
fy. Make this test. 


With jeweler’s 
?1 trays filled with 

precious gems dur- 
ing the Christmas season, 
the need for adequate in- 
surance protection is ob- 
vious. A jewelers’ block 
policy is a comprehensive 
cover that all important 
jewelers should have. 





List your’ assets 
30 and liabilities as a 

salesman. Where 
were you effective, where 
ineffective, during 1931. 
Were you strong or weak 
in (1) mail campaigns, 
(2) advertising, (3) 
prospecting, (4) number 
of calls? 








By way of experi- 
l ment, step out to- 

day and sell a pol- 
icy of insurance on some 
line you’ve never before 
handled. Suppose you 
make it Laundry Bundle 
Insurance a sensible cov- 
erage that nine out of ten 
agents have failed to 
touch. 





Many Christmas 
292 gifts this year will 

be in the form of 
silverware. And all risks 
form will protect such 
gifts. The cooperation of 
your local jeweler would 
be a great help. 





Social activities 
26 are in full swing 

during the _ holi- 
days. Fur coats are 
parked in checkrooms, in 
automobiles, in crowded 
hallways. A fur floater 
will protect them at all 
times. 





1931 signing off. 
31 A year. perhaps, 

of not much money 
and not much fun. A 
great year, however, for 
education and experience. 
Here’s a health to 1932. 








SE NTT RT CE SIT 
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‘STRENGTH LIES IN DEEDS NOT SIZE” 




















Photograph Courtesy Chicago Historical Society 


during the attack of June 28, 1776, repleced the American flag which had been shot away, and 
returned to his post uninjured 


[ arin a storm of cannon shot Sergeant William Jasper leaped outside the walls of Fort ay, and | 


MAN of fearless courage, Sergeant Jasper did not 
hesitate even at the height of battle to risk his own 
life in order that the flag he served under would again whip 
to the winds. For this brave feat Governor Rutledge pre- 
sented Jasper with his own sword. 
Neither does the Eureka-Security Fire and Marine hesitate 
give that extra bit of attention which makes satisfied 
agents and policyholders everlasting friends. 67 years of 
service has built this organization to occupy a foremost 
position among insurance companies who are able to write 
all forms of fire and casualty insurance. 


T he Eureka-Security Fire and Marine 
Insurance Company 


Established 1 864 


Cincinnati Underwriters 
CINCINNATI, OHIO 
“THE COMPANY THAT KNOWS WHAT TO DO FOR ITS AGENTS AND DOES IT” 
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BALTIMORE—Under the health insur- 
ance laws of England a _ physician 
undertakes to keep a worker well or to 
attend him in illness for a payment 
of a sum equivalent to about $2.25 
annually, according to Drs. George F. 
Buchan and Charles Porter, who, with 
“zy. James Fenton, visited the medical 
center in Baltimore recently. 

All are British public health officers, 
members of the Royal Sanitary Insti- 
tute of Glasgow and were in this 
country to attend the meeting of the 
American Public Health Association in 
Montreal recently. 

Is the health insurance of the British 
a tendency toward State medicine? 
The visitors say that it may be a ten- 
dency in that direction, but that the 
general practitioner will make himself 
heard from emphatically before he is 
eliminated. The health insurance in- 
volves a contribution from the worker, 
from the employer and from the state, 
and only the worker gets the benefit 
of the $2.25 a year fee. 

If a baby is born in the worker’s 
house the physician does not include 
attendance on the wife in his fee, or 
if anyone other than the worker is 
sick that is a matter for the private 


Insurance Keeps British Workers Healthy | 


practitioner. The health insurance 
system works out practically so that 
it is much to the advantage of the 
physician to keep his patient well, al- 
though the physician is subject to call 
at all times if the insured falls ill. 

The health insurance physician may 
attend members of the family of the 
worker, or may not. If he does, he 
collects a special fee for that service. 
The revising of the national budget 
will probably involve cutting down 
payments to the health physicians, the 
visitors think. The physicians will ex- 
claim and will protest, but in the end 
will accept the cut. 

A health insurance physician may 
derive from his work as much as 500 
pounds annually, roughly $2,500 a year. 
Then in addition, he may do his work 
as a general practitioner also. 

There is some complaint in England 
on the part of general practitioners 
that services performed by the state 
are taking their practice away from 
them, the visitors say. But the public 
health work in England is for the good 
of the community and the general 
practitioner survives and thrives in 
spite of it, they declare. 


Selling he All-Risks Com 


(Concluded from page 5) 


and Christmas gift. Many agents have 
sold gift-floaters to advantage. 

The fine arts floater is more than 
often overlooked by the average agent 
due to the general impression that it 
takes a Morgan or a Mellon to make a 
prospect. Nothing is further from the 
truth. Pictures are, of course, fre- 
quently a hobby of rich men, but pic- 
ture lovers, rich and poor, are picture 
buyers. The writer once used to en- 
counter each week in a printing shop a 
soft spoken, unobtrusive gentleman 
who assisted in the editing of a paper 
which circulated throughout the meat 
trade. Subsequently we ‘learned that 
this gentleman had acquired, in the 
course of a lifetime, one of the most 
extraordinary collections of paintings 
and sculpture in America. 

Nor should you overlook the col- 
lectors, amateur and _ professional. 
There is a prominent fire insurance 
publicist, for example, who owns a val- 
uable stamp collection that no agent 
has ever suggested he insure. Increased 
European travel has stimulated the in- 
terest of the average man in rare tap- 
estries, miniatures and books. Many 
sacrifices have been made to permit the 
purchase of these objects which are 
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frequently exposed to unpredictable 
hazards. The fine arts policy covers 
values which cannot be taken care of 
under the straight fire insurance 
policy. 

Finally, there is the ubiquitous fur 
coat. It is the official, male and female, 
uniform of the football spectator. After 
the game it is carelessly draped over a 
restaurant table or parked uncere- 
moniously in an automobile or dropped 
amongst a heap of wraps in the unpro- 
tected foyer of a private home. There 
are thieves who specialize in fur coats 
because they are so easy to snitch. 
Contact your local furriers and depart- 
ment stores for leads; or better yet, 
just consider every prospect in your 
files a prospect for the personal fur 
floater. 

All the above insurances, and many 
more that are equally attractive, are 
written through the inland marine de- 
These 

part 


partments of all the companies. 
departments are for the most 
energetically manned by skillful under- 
writers and equipped with effective 
sales literature that is at your disposal. 
If you’ve been passing this business by, 
you’re definitely behind the times. 

















Some Men 


Don’t Know 


BONDS 


RECENTLY an_ insur- 
ance man said to one of 
our special agents: 


“T would like to repre- 
sent a company like 


THE EMPLOYERS’ 


only you don't write 
bonds . . . and my bond- 


ing business is quite 
large.” 
May we broadcast our 


correction of this false 


belief? 


THE 
EMPLOYERS’ GROUP 
does write bonds, all 


kinds, in fact practically 
every kind of insurance 
except life. 


Agency connections are 
always open to bonding 
specialists. 


Write to our General 
Agent, Branch Manager, 
or to the Agent’s Depart- 
ment, Boston, Massachu- 


setts. THE 
EMPLOYERS’ 
GROUP 


Practically every kind of Insur- 

ance except Life Insurance, in- 

cluding Fidelity and Surety 
Bonds 


AMERICAN EMPLOYERS’ 
INSURANCE COMPANY 


THE EMPLOYERS’ FIRE 
INSURANCE COMPANY 


THE EMPLOYERS’ LIABILITY 
a er 


110 Milk Street 
Boston, Massachusetts 





TO THE AGENT WHO WOULD LIKE 
TO MAKE MORE MONEY NOW! 





























He's just an average agent. Full of 
energy and courage, but he doesn’t know 
what to do next. He has the feel for in- 
He has made the decision that 
insurance is his line. He has affiliated 
himself with a few companies. He has 
made contacts, has written some business, 
but his future is still unknown, his success 
still to be achieved, his goal still to be 
reached. 


surance. 


To this agent we say—you need a plan 
to make more money. You need the co- 
operation of a company which not only 
believes in helping agents help themselves, 
but also helping them to do it in a practical, 
economical way in keeping with those 
whose incomes have not risen to glorious 
figures. 
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Boston Insurance Company, 
Old Colony Insurance Company, 
Desk Sp, 87 Kilby Street, Boston, Mass. 


Send me ‘Making More Money,” which 


| may keep without charge 








State 








There is no question but that business 
executives, home owners, automobile own- 
ers and others in your locality need in- 
surance. They need dependable insurance. 


The Boston Insurance Company and the 
Old Colony Insurance Company have a plan 
for selling dependable insurance by depend- 
able agents. These agents are above the 
average in imagination, willingness to serve 
and desire to get ahead. 


If you are one of them—if you would 
like to start to earn more money now, we 
would like the privilege of sending a book- 
let entitled, “Making More Money.” It 
contains our basic plan for successful in- 
surance selling. 


This plan has been proven by many 
agents. Their experience has been utilized, 
their results checked. 


We simply have not space here to tell 
you the details of this plan. But the bcok- 
let costs you nothing if you will write for 
it. It is yours to do with it what you will. 
But we hope that you will go ahead as have 
many of those who have already received it. 
If this interests you—if you would like to 
make more money now, send for this book 
today. 


ee eee 
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Sales 
Letters 


F you have a 

specific letter 
writing problem, 
The Spectator 
offers you the ser- 
vices of a trained 
insurance sales letter 
writer. Send us your 
problem. 


HE handicaps of the system under 

which American insurance com- 
panies are chartered to do business are 
nowhere more in evidence than in the 
process through which the head of a 
family must go in order to secure what 
he considers adequate insurance for his 
home. 

Some sweet day, after the present 
order changes, our great—great—(pos- 
sibly in the nth generation) grand- 
children will be able to buy an all-risk 
home policy, as well as an all-risk 
business contract, that does not belie 
its name. 

At least it is a hopeful sign that 
both fire and casualty companies are 
endeavoring to go a step or two along 
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the road toward the design of a limited 
all-risk contract for home owners. 

In our approach letter this week the 
remark is made that an all-risk policy 
is a “better way to sell.” That is true 
from every viewpoint; it is particular- 
ly true from the angle of increased 
premium income with practically no 
increase in selling time. Many agents 
have been very successful in selling the 
all-risk dwelling contracts offered by 
their respective companies and have 
been rewarded by an increase in income 
from properties on which the previous 


This Week: 







All-Risk 














coverage has been meager and small. 

Like any outline letter, drafted to 
cover the majority of cases, our letter 
this week may require changes in some 
cases. If there is no “Missus” in your 
family you will need to refer to “a 
business woman acquaintance of mine,” 
or make another suitable substitution. 
But however you may rewrite the letter 
to suit your personality—after all, it’s 
just a self-starter for you—don’t ask 
for an interview; have the letter serve 
notice on Mr. Jefferson that you are 
coming to call. 
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a oo do you think of our new 


make-up, Bill? Isn’t that 
nice?” I asked modestly, 
through a recent issue of THE SPEC- 
TATOR and pointing out to Bill Bawden 
all the bright, new features. “That’s 


O.K.,” he admitted, “Yes, that looks | 


nice, but what about the Bulletin? I 
haven’t seen anything in your paper 
about the new appearance of the Bulle- 
tin.” And, being editor of said Bulle- 
tin and executive manager of the Life 
Underwriters Association of the City 
of New York, it was only natural that 
he would expect the splendid two-color 
effect to attract favorable notice. 


* * 


HASTEN to make amends. The 
new dress of the Bulletin matches 
the excellence of its contents. And if 
this belated but sincere tribute should 
prompt reply in kind and we should 


* 


be indicted for “log rolling’”—Then 
Merrily We Roll Along. 
* * * 


T is a very natural and very com- 

mon human failing, though, to over- 
emphasize selfness. We all have to 
struggle to obtain a proper balance of 
the “I” and “You” equations. shall 
never forget an experience which gave 
me a very clear understanding of this 
truth. The family doctor had only a 
few moments before confirmed 
fondest hopes. 
tion, eight pound bouncing. Only those 
who have received such news for the 
first time can appreciate my haste to 
tell somebody about the miracle and 
my next door neighbor being home, he 
was, of course, elected. 


S 


approached this n.d.n. and released the 
glad tidings. “Yeah?” John said, “Look 
here, Frank—come around here,” lead- 
ing to his gate. “See that?’ Of course 
I “saw that.” It was merely a new 
automobile of a not very expensive 
make. But it was his first one and the 
man was forty-three years old. And he 
was insanely wrapped up in his new 
possession. “John,” I started in again, 
“the boy is eight—” “Say, Frank, get 
in it. Sit right in there and feel how 
soft she rides.” I gave him a look and 
went away. That man never realized 
that I had a son until eighteen months 
later when Tommy walked the entire 
length of a newly spread cement walk 
in my neighbor’s yard. At last, I 
thought, the kid had made an impres- 


sion. 


O, with a display of what I con- 


Life Insurance 


paging | 


our | 
It was a boy, regula- | 


sidered magnificent self restraint, I | 





A: the Philadelphia 
| companies’ night dinner meeting of 
the Philadelphia Association of Life 
Underwriters, Louis Paret, president 
remarked that one advantage of hav- 
ing the company officials present was 
that they could take the squeaks out 
of the business. Whereupon, John 
A. Stevenson, vice-president of the 
Penn Mutual, remarked that the 
companies would guarantee to do that 
“if you'll take the squawks out of it.” 











The abnormally high 


| 
| turnover in the personnel of the life 
| agency field is doing the business no 
| good, according to the opinion of 
| Robert Morse, licensing division of 
|the Michigan Insurance Department. 
| He recently made a survey of licensed 
| life agents in a city of 160,000 popu- 
lation and discovered that there are 
comparatively few experienced life 
underwriters. In the city under the 
official microscope there were 438 
licensed agents, 131 of whom were 
first vear men. Only thirty-five men 
| had held departmental permits for 
more than five years. 
* * 


| W ether you know it 


not, this depression has been a 


* 


or 
great thing for you. It has improved 


your health. Take the figures from 











BEFORE AFTER 


the Metropolitan Life on the current 
year’s health record and you will 
have to agree that enforced dieting 
has been not without its redeeming 


features. The first nine months of 










OLKS AND 
ACTS 


IN LIFE INSURANCE 


1931 have broken all health and 
mortality records in a favorable curve. 
This experience, tabulated from the 
experience of millions of industrial 
policyholders in the United States and 
Canada, has been directly contrary to 
the logical developments during a 
period of poor business and wide- 
spread unemployment. 

* 


ok * 


“EF. 

ighty per cent 
of the widows who receive inheri- 
tances from their husbands, or who 
receive life insurance in a lump sum, 
spend or lose what they have received 
inside of four years,” Judge Charles 
W. Holtcamp of the St. Louis, Mo., 
Probate Court recently told students 
of the Linderwood College, a girls 
institution at St. Charles, Mo. Judge 
Holtcamp based his conclusions on 
observations. during his seven terms 











as Probate Judge. “They become the 
prey of designing men, who induce 
them to change their husband’s in- 
vestments and to buy what is worth- 
Judge Holtcamp continued. 
“Through fraud, deceit, chicanery, 
these men, whom I call ‘vultures’ take 
away the funds which ought to sup- 
port women through their lifetime.” 


less,” 





* * 


‘T tety-five years 


a manager! And still on the job. 
That is the record of John M. Riehle 
| of the Equitable Life Assurance So- 
ciety, in New York. His associates 
gave him a surprise celebration on 
the anniversary date last Monday at 
which time officials of the Society and 
his co-workers presented felicitations 
and mementoes suitable to the oc- 
casion. President Parkinson, Shepard 
| Homans, and Max Goldsmith were 
‘among those present. 
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October Writings Eight More Life Companies 
Act on Income Disability 


Relatively Better 





Ordinary Sales Only Nine 
Per Cent Under Same 
Period for Last Year 


NEW YoRK, Nov. 13.—New 
life insurance production last 
month was 10.6 per cent less 
than in October, 1930. This 
is a relatively better showing 
than in September of this 
year, when the volume of new 
business was 19.5 per cent 
below the amount for the 
same month a year ago. The 
cumulative total of new busi- 
ness production for the first 
ten months of this year was 


13.0 per cent below. the 
amount for the same period 
last year. 


These facts are revealed by 
a statement forwarded today 
by The Association of Life 
Insurance Presidents to the 
United States Department of 
Commerce for official use. 
The report aggregates the 
new business records—exclu- 
sive of revivals, increases and 
dividend additions—of 44 
member companies’ which 
have 82 per cent of the total 
volume of life insurance. 

For October, the total new 
business of all classes written 
by the 44 companies was 
$817,858,000 against $914,- 
860,000 during October of 
1930—a decrease of 10.6 per 
cent. New Ordinary insur- 
ance amounted to $563,423,- 
000 against $619,529,000—a 
decrease of 9.1 per cent. In- 
dustrial insurance amounted 
to $213,931,000 against $243,- 
779,000—a decrease of 12.2 
per cent. Group insurance 
was $40,504,000 against $51,- 
552,000—a decrease of 21.4 
per cent. 





Northwestern Mutual Divi- 
dend Scale Same as 1931 
The field force of the 


Northwestern Mutual has re- 
ceived from the home office 


Prudential Will Discontinue Coverage with Ordinary 








dividend manuals indicating 
that the same scale of divi- 
dends effective in 1931 will | 
be maintained next year. | 
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After First of Year; Mutual Benefit Will Continue 
Policies in Use Without Change for the Present 


On Monday of this week the field force of the 
Prudential Insurance Company of America was 
notified from the home office at Newark that the 
issuance of Ordinary policies with Disability In- 
come benefits will be discontinued after January 1, 


1932. The issue of Ordinary | 
with waiver of Premium will | 
be continued as_ heretofore | 
except that a period of six 
months of total disability, 
instead of four, will be re-| 
quired, 

The change of underwriting 
practice does not affect Inter- 
mediate business except that 
the waiting period will be in- 
creased to six months and the 
clause “Recognized Disabili- 
ties” will be eliminated. 

The Girard Life, Philadel- 
phia, also joined the grow- 
ing list of companies which 
have decided to give up Disa- 
bility Income. Girard will 
discontinue the Disability 
Annuity benefit, effective De- 
cember 31, but will retain 
waiver of Premium with a six 
months waiting period and at 
increased rates. 

A number of companies 
have given notice of changes 
in Income Disability under- 
writing recently. The Lin- 


(Concluded on page 19) 





1932 Dividends 


The directors of the 
National Life Insurance 
Company, Montpelier, Vt., 
have voted to continue the 





present dividend scale 
throughout the year 1932. 

This action includes sur- 
plus interest on dividends 
left with the company to || 
accumulate at interest and | | 
on policy proceeds payable 
under instalment settle- 
ments or left under an in- | | 
come arrangement. 











| 





| the twenty-fifth anniversary 
|of the enrollment of Edward 








Edward D. Duffield 


President Duffield 
in Silver Jubilee 





Head of Prudential Cele- 
brates Twenty-Five Years 
of Service 





| Executives and other em- 


ployees of the Prudential In- 
surance Company of America 
joined together on Monday, 
November 16, in observing 


D. Duffield, their president, 


| as a Prudential man. 


Mr. Duffield is a native of 
New Jersey. He was born in 
Princeton on March 3, 1871, 


(Concluded on page 18) 


NDUSTRIAL 


Neglected Selling 
Asset Is Revealed 





N. Y. Agents Told of Old 
Law Exempting Policy 


Proceeds from Creditors 


Eight hundred life under- 
writers of New York City 
and environs were treated to 
a twenty-year old bit of legal 
news last Thursday evening 
when Albert Hirst, counsel 
for the New York State 
Life Underwriters Associa- 
tion, discussed Section 15 of 
the Personal Property Law 
of the State of New York. 


This section, enacted by 
Chapter 327 of the laws of 
1911, exempts from the 


claims of creditors moneys 
left with life insurance com- 
panies under Modes of Set- 
tlement providing the parties 
to the trust or agreement so 
agree. Other sections of the 
Act carry certain provisions 
concerning rights of credit- 
ors, such as in action to re- 
cover for necessaries, etc. A 
complete explanation of this 
section, together with a dis- 
cussion of Section 55-A, as 
interpreted by Albert Hirst, 
will be printed in next week’s 
issue of the SPECTATOR. 
Julian S. Myrick spoke 
briefly on the additional sales 
advantages offered through 
Section 15, stating that upon 
examination he had discov- 
ered that he had failed to 
make use of its provisions, 
(Concluded on page 19) 





Three Year Record Broken 


Provident Mutual Life In- 
surance Company of Philadel- 
phia announces an increase 
of $721,396 in paid-for and 
of $1,366,645 in issued busi- 
ness for October, 1931, over 
October, 1930. 

In addition, this is the first 
time this year that the issued 
and paid-for figures have 
shown a gain over the aver- 
age of the corresponding pe- 
riod of the three years 1927, 
| 1928 and 1929, the increase 





|the son of Professor John| being 10.6 per cent and 3.6 


| per cent respectively. 
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The Conquest of 
Diphtheria 





The mother of other days, even with 
unbounded devotion, was unable to 
guard against diphtheria. 
© 1931 M. L. I. Co. 
Happy is the mother of today who knows that 
her child will never have diphtheria after she 
has had him properly inoculated against it. 


ORTY years ago in this country the 
annual death rate from diphtheria was 
115 out of every 100,000 persons. Last year 
fewer than six in every 100,000 died from this 
disease. 


But while one may rejoice in the fact that the 
dreaded scourge of earlier days is now only 
one-twentieth as destructive as in years gone 
by, yet last year in this country there were 
nearly 7,000 deaths from diphtheria, prac- 
tically all of which could have been prevented 
by timely inoculation of toxin-antitoxin or 
toxoid. 


The complete conquest of diphtheria has been 
blocked year after year by misinformed 
though well-meaning objectors to inoculation. 
Progress has been further hampered by easy- 
going, optimistic folk who refuse to consider 
the possibility of tragedy. 


Science’s sweeping conquest of diphtheria will 
not be complete until all parents have had 
their children safeguarded against diphtheria. 
This can be done by any reputable physician. 


Every child should be inoculated, preferably 
when but a six months old baby, because more 
than half of all deaths from diphtheria occur 
among children between the ages of six 
months and five years. 


Metropolitan Life Insurance Company will 
gladly mail, free, its booklet ‘Diphtheria 
Is Preventable.” Address Booklet Dept. 
11-SP-31. 


Metropolitan Life Insurance Company 
FREDERICK H. ECKER, President 


One Mapison Avenue, New York, N. Y. 






























The Formula of 


Success 


IFE INSURANCE can be explained in plain, 
everyday language. The facts can be simply 
stated. People need to be told about life in- 

surance by one who knows life insurance and its 
adaptability. Salesmen of integrity, ability and 
courage who will work systematically and plainly 
state the facts of life insurance service will be 
Masters of their craft and successful. 

THE MuTuAL LiFe oF New YorK, with its long 
history of increasing success, offers opportunity. It 
writes Annuities and all Standard forms of life in- 
surance. Double Indemnity Benefits. It has many 
practices to broaden and expedite service for Field 
Representatives and for Policyholders. 

Those contemplating engaging in life insurance 
field work as a career of broad service and personal 
achievement are invited to apply to 


THE MUTUAL LIFE INSURANCE 


COMPANY 
of New York 
34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON 
President 


GEORGE K. SARGENT 
Vice-President and Manager of Agencies 











General Agent 
Contracts 





Available for 
General Insurance Firms 


in 
Ohio, Michigan and Indiana 


Write for Information 


Philadelphia Life Insurance 
Company 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 
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Union States Life Opens 


In Portland This Month 


New Company Claims World Record in Placing 
Nearly Six Million Dollars on One Form of 


Contract Prior to Official Organization 





PORTLAND, ORE., Nov. 16.—What is believed to 
be a record for volume of life insurance written 
prior to formal qualification and opening has been 
established by the recently organized Union States 


Life Insurance Company of Portland, Ore. 


In a period of little more 
than six months, approxi- 
mately $4,600,000 in new 
business has been put on the 
company’s books in the form 
of preliminary applications 
with all required premiums 
made. No other company in 
the history of life insurance, 
it is claimed, has_ ever 
equaled that figure. 

The only type of policy of- 
fered during this pre-qualifi- 
cation period was a Founders’ 
Policy and the maximum pol- 
icy written was for $5,000. 

Wayne E. Hibbard, presi- 
dent of the Union States Life | 
Insurance Company, recently | 
announced the completion of | 
the financing program pond 
ducted during the past year | 
and a half by the Capitol 
Underwriters Corporation, 
owners of the Union States | 
Life Insurance Company. The | 
stock subscription list has | 
been definitely closed with the | 
attainment of the company’s | 
goal. The formal opening of 
the Union States Life is to 
be held late in November. 

President Hibbard, speak- 
ing for the executive commit- 
tee, also announced that J. N. 
Barde, president of the Barde 
Steel Company, has been 
elected to membership on the 
board of directors. 

That the Union States Life 
will break its own record ina 
very short time is believed 
evident from the fact that at 
the present rate of putting 
new business on the books, 
the company will have at | 
least $5,000,000 of insurance | 
in force when it officialiy 
opens for business. 

Other men associated with 
President Hibbard in the new 
Union States Life are Francis 
F. McGinnis, as_ vice-presi- 
dent and superintendent of 
agencies. Mr. McGinnis has 
had 33 years of life insurance 
experience in practically 
every phase of the business. 
J. B. Krutza, with a record 
of 17 years of home office 
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HEADS NEW COMPANY 


Vernon L. Thompson 
Joins Midwest Life 





Was Formerly Executive 
with Pyramid Life 
Insurance Co. 

LITTLE Rock, ARK., Nov. 
16.—Vernon L. Thompson 
has accepted the appointment 
of agency manager of the 
Midwest Life Insurance Com- 
pany with headquarters at 
Lincoln, Neb., and will leave 
at once to assume his new 
duties. The Midwest company 
W. E. Hibbard, President has $25,000,000 in force. 

Union States Life Mr. Thompson recently has 
— been employed in promoting 











R. Daley 


| empanianan, is office manager. | as fiscal agents. The large| an advertising campaign for 
and Hunter | board of directors includes in| the life insurance interests of 
Glover, men of wide experi-| its membership a number of} Arkansas. He was for one 
ence in a variety of busi-| outstanding men in business| year vice-president of the 
nesses, principally financial,| and financial circles of the | Pyramid Life Insurance 
are serving the new company | Northwest. 
















Company of Arkansas. 














Cell Them the Truth 


The Life Insurance business reached its pres- 
ent proportion and influence because of its un- 
questioned benefit to mankind. 
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PRUDENTIAL 
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Its salesmen. have been the apostles of 
Independence, Comfort and Security for 
countless thousands of men, women and 
children who might otherwise have suf- 
fered. 


It is easy to visualize what will happen if 
family providers LAPSE their protec- 
tion because of temporary reverses. 


The Prudential 


Insurance Company of America 


EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 
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Life Counsel to 
Convene Dec. 8 


Five Speakers to Address 
Meeting in New York 
During Insurance Week 


The annual meeting of the 
Association of Life 
ance Counsel will be held at 
the Hotel Astor, New 
City, on Tuesday 
Wednesday, Dec. 
1931. The first 
convene promptly at 2 o’clock 


and 


session will 


December 8. Papers will be 
read by the following mem- 
bers on the subjects indi- 
cated: 

“The Statute of Wills and 
Life Insurance.” By Samuel 
Davis, associate counsel, 
John Hancock Mutual Life 
Insurance Co. 

“The Statutes Prohibiting 
Corporations from Holding 
Title to Real Estate and the 
Penalties for Their Viola- 
tion.” By Frank Ewing, as- 
sistant general counsel, Met- 
ropolitan Life Insurance Co. 

“Admissibility of Coro- 
ners’ Verdicts.” By Joseph D. 
Frank, assistant genera! 
counsel, The Lincoln Nation- 
al Life Insurance Co. 

“The Rositzky Case.” 
James C. Jones, Sr., 
vice-president and _ general 
counsel, American National 
Assurance Co. 

“The Effect of Merger on 


By 


Corporate Trustee Beneficia- | 
By Sam | 
T. Swansen, general counsel, 


ries or Assignees.’ 


Northwestern Mutual Life 
Insurance Co. 

There will be important 
reports from the executive 


committee, the Committee on 
Uniform Death Claim Blanks 
and the Committee on the 
Incontestable Clause. 

The entire meeting will be 
held at the Hotel Astor. On 
Wednesday, Dec. 9, there will 
be a luncheon for members, 
also at the Hotel Astor. 


~ 





October Production 


The paid-for business of 
the Julian S. Myrick office of 
the Mutual 
Company of New York for 
the month of October, 1931, 
was $2,532,200, as compared 
with $3,253,500 for 1930. 
For the year the total paid- 
for insurance amounted to 
$30,715,905, as compared with 
$39,959,311. 


Life Insurance 


Insur- | 


York | 


8 and 9, | 





Celebrates Anniversary 


(Concluded from page 15) 








Thomas Duffield and Sarah 
Green Duffield, his father be- 
ing professor of mathematics 
at the university for over 
fifty years. 

Mr. Duffield 
from Princeton in 1892. 


graduated 
Fol- 


| lowing his graduation he took 


up the study of law, receiv- 
ing his LL.B. degree from 
New York Law School. He 
was managing clerk for De- 
pew & Parker in Newark; a 
member of the firm of Duf- 
field and Kenney, and a mem- 


= , | ber of the firm of Colie and 
in the afternoon on Tuesday, | 


Duffield. He served in the 
New Jersey Legislature in 
1904-1905, and later became 
assistant attorney general of 
the State. 


He entered the services of 
the Prudential on November 
15, 1906, as general solicitor. 
During the ensuing years he 
held vice-presidential offices, 
became a director, continuing 
all the time his 
with the legal department of 
the company, and was vice- 
president and associate gen- 


eral counsel just previous to | 
becoming president of 


the 
company on September 1, 


1922. 


the village of South Orange, 


N. J., having been a mem-| 
|} ern National Life of Minne- 


ber of the village board of 
education from 1901-1904, 
and village president from 
1917 to 1921. 


connection | 


Mr. Duffield is a resident of | 





“President’s Month’ Big 
Success 

October, designated “Presi- 
dent’s Month” in honor of the 
Company’s Chief Executive, 
Carl Heye, proved to be one 
of the greatest months in its 
history for The Guardian 
Life Insurance Company. 

The volume of new busi- 
ness submitted during the 
campaign exceeded that of 
President’s Month last year 
by 14 per cent and in number 
of applications written, a new 


| high mark for this year was 


established. 





App-A-Week Record 
Sherman E. Kirk, district 
manager for the Northwest- 


apolis at Bremerton, Wash- 
ington, completed three years 


| in the App-A-Week Club. 





first | 


Life Insurance | 


America. 





Entering 


Its 40th Year 


Prompt, efficient, result-getting service to represen- 
tatives and policyholders explains the phenomenal 
growth of the Missouri State Life Insurance Com- 
pany. Now entering its 40th year, the Company has 
become a nation-wide institution, ranking among the 
leading Old Line, Legal Reserve Life Companies of 
For the live, aggressive Agent, the mul- 
tiple line of Life, Accident and Health, Group and 
Salary Savings offered by this Company is a sure win- 
ner—it provides a contract to fit every life insurance 
need. Progressive Agents like the progressive meth- 


ods of the Missouri State Life. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President 


A GOOD COMPANY TO REPRESENT 
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Fight for Control 


of Missouri State. 


Felss and Dorsey Interests 


Carry on Opposition to 


Voting Trust Proposal 


the fact that the 








Companies Act On Disability 


(Concluded from page 15) 





|coln National Life has made 


material revisions, effective 
November 15; the Equitable 
of Iowa has effected similar 


| changes in the contract, some 


| to take effect December 1 and 


Every indication points to | 


voting | to write Income Disability on 


the balance on February 1, 
1932; the Mutual Benefit of 
Newark, N. J., will continue 


trust proposal for the stab-/| the plan followed since 1929; 


ilization of 


control of the| the 


contract, except for 


Missouri State Life proposed | waiver of Premium, will be 


by its chairman of the board, 


E. D. Nims, and its presi-| Life 


dent, Hillsman Taylor, has 
brought to the open a fight 
for the control of that com- 
pany which will not end un- 
til the annual meeting of the 
stockholders in January of 


Voting Trust have organized | also has certain modifications, | 


1932. The opponents of the | 
a__ stockholders’ protective | 
committee with Theobald 


Felss, of Cincinnati, as chair- 
man. Mr. Felss owns 21,430 
shares of the company’s 
stock, which is its largest in- 
dividual holding and the sec- 
ond largest block outstand- 
ing. Mr. Felss, a grain mer- 
chant of Cincinnati, is also 
the oldest director of the 
Missouri State Life in point 
of service. Of his 21,430 
shares of stock, 11,250 shares 
is held by the First National 
Bank in St. Louis, successor 
trustee under Indenture of 
Trust dated Jan. 16, 1932, 
between Theobald Felss and 
the Liberty Central Trust 
Company of St. Louis. This 
stock is voted by Frank O. 
Watts, chairman of the board 
of directors of the First Na- 
tional Bank and a member of 
the proposed Voting Trust, 
and Hillsman Taylor, presi- 
dent of the Missouri State. 
Making common cause with 
Mr. Felss is Machir J. Dor- 
sey, who, through his owner- 
ship of the Inter-Southern 
Life of Louisville, controls 
about 148,000 shares of Mis- 
souri State Life stock. 

Of the 500,000 shares of 
the Missouri State Life out- 
standing, the present books 
of the company indicate that 
there are 4,239 stockholders 
scattered throughout this 
country and Canada. The 
struggle for proxies by the 
two groups is creating con- 
siderable interest in financial 
circles. 

Meantime, the company’s 
underwriting is being carried 
on under its usual capable 
direction. 
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discontinued by the Atlantic 
Insurance Company; 
also by the American Medical 


Life, Seattle, and the Guaran- | 


tee Mutual Life, Omaha. The 
withdrawal does not apply to 
Waiver of Premium with 
either of the two last named. 
The Brooklyn National Life 


retaining Waiver of Premium 

on lives from 20 to 50 years 

of age, including women. 
The new rules adopted by 


age, 55; six months waiting 
period; 65 year limit for 
Double Indemnity with Dis- 
memberment. 

Rules adopted by the 
Equitable Life of Iowa are 
summarized in the following: 





Income benefit of $5 per) 
$1,000 instead of $10; age 
limit 55 instead of 60 ex- 


cept with Waiver of Premi- 
um; waiting period = six 
months instead of four; only 
Waiver of Premium granted 
to self supporting single 
women to cease on marriage, 


rates twice those for men; | 
| benefit limited to fifty per 
cent of earned income on 


three year average; rates to | 
be materially increased; $250 | 


monthly maximum coverage 
or $500 for all company hold- 
ings; Income Disability dis- 
| continued on female lives, on 
Ten Year Term. 


the Lincoln National Life are | 


as follows: 


age at issue, 50 with coverage 


Monthly Income | 
of $5 per $1000; Maximum | 


Neglected Selling Asset 
Revealed 


(Concluded from page 15) 


ceasing at 55; in claims be- | 


fore 55, income payable for 


life under Life and Life Ex- | 


pectancy policies and to ma- 


turity under Endowment; not | 


issued with 5, 10, 15 and 20 
year Convertible Term; Wait- 
ing period of six months; 
Minimum policy with Income 
Disability $5,000; Limit un- 
changed; not issued to nor on 
substandard basis; premium 


| even in his own life insur- 
ance. The law has, of course, 
not escaped the attention of 
the legal departments of life 
companies all these years, 
but it certainly has not been 


known to the majority of the | 


men in the field. 

The November dinner 
meeting was opened with the 
presentation of banners for 
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Mutual; Class C, Russell Si- 
mon, Home Life. 

Elton J. Bragg, director of 
the Life Insurance Training 
Course at New York Univer- 


sity, and John Morrell, a 
leading personal producer 
for the Equitable Society in 
Chicago, were the speakers 
of the evening. Mr. Bragg 
gave a typically fine selling 
talk under the caption “Car- 
ry On”; while Mr. Morrell 
gave a dramatic rapid fire 
talk chock full of interest. 


In 1931 


Be the Outstand- 
ing Life Insurance 
Man 


Community 











in Your 


Our Service Will 
Help You 


Massachusetts 
Mutual Life 


Insurance Co. 
Springfield 
Massachusetts 


Organized 1851 


More Than Two Billion 























rates unchanged. Waiver of | highest agency attendance to 
Premium will be issued at|the following: Class A, | || Dollars of Insurance in 
same rates and conditions ex- | Charles B. Knight Agency, Force 
cept for the following: Maxi-| Union Central; Class _ BB, | | 
mum age, 50; limit of cover-| Wells & Connell, Provident | 

” e 

We propose to give every 

man his chance-- 

Abraham lincoln 
TRUE TO THE NAME OF LINCOLN ! 


The Lincoln National Life Insurance 


Company, Fort Wayne, Indiana. 
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MORALE 


It wins wars. 
It beats depressions. 


It lays the tirm toundations for prosperity. 





America is engaged in a mighty enterprise 
| of morale building. In one month—October 19th to 
November 2 5th—every city and town in the land will 
raise the funds that will be necessary to banish from its 


borders the tear ot hunger and cold. 


Just one month, and our biggest job will 
be over. Just one month, and we shall have met the 





worst threat the Depression can offer; and we shall 


have won! 


You can help. Give to the funds that your 


community is raising. Give generously. 


Feel the thrill that comes with victory. Go 
forward with America to the better days ahead. 


The President's Organization on Unemployment Relief 


Watt SEA end 


Director 





| Committee on Mobilization of Relief Resources 


Chairman 























The President’s Organisation on Unemployment Relief is non-political and non-sectarian® Its purpose is to aid local welfare 
and relief agencies everywhere to provide for local needs. All facilities for the nation-wide program, including this advertisement, 
have been furnished to the Committee without cost. 
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Plans Expansion 
of Louisville Co. 





Will Enter New States 
Declares J. R. Duffin 


LOUISVILLE, Ky., Nov. 15.— | 
James R. Duffin, former | 
president of the Inter-South- | 
ern Life Insurance Co., who | 
was recently made vice-presi- | 
dent and general manager of | 
the Equitable Life & Cas-| 
ualty Insurance Co., Louis- | 
ville, stated that the company | 
was in excellent position to | 
be developed into a big com- | 
pany, and that he planned to 
build a good agency organi- 
zation and give a lot of time | 
and attention to development | 
of the company, although he| 
would continue his offices at 
the Inter-Southern building. 

Mr. Duffin, an attorney, 
has had wide experience in 
insurance company manage- | 
ment, and was a storm center 
in a fight for control of Inter- 
Southern Life a few years 
ago. 

The Equitable Life & Cas- 
ualty writes Health and Ac-| 
cident. It is licensed in Ken- 
tucky, West Virginia, Indiana 
and Colorado, and plans to 
extend its lines and enter 
other States. Capital is given 
at $128,000; and assets at 
more than $200,000. 


| 
Equitable Life & onl 
| 








GENERAL MANAGER 


James R. Duffin 





Louisville College 
Adds C.L.U. Degree 





Three-Year Course Institut- 
ed with Current 
Semester 


LOUISVILLE, Ky., Nov. 16.— 
| Arrangements have _ been 
worked out whereby the Uni- 
versity of Louisville is pre- 
paring to inaugurate a three 
year life insurance course 
leading to a Chartered Life 
Underwriter degree. 

The course, requiring three 
years of study and three 
| years of actual practical ex- 
| perience in securing a degree, 
| is similar to those sponsored 
| by the National Association 
| of Life Underwriters in other 
| universities it was said, and 
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Montgomery Calls Figures 
“Encouraging” 

Statistical data just com- 
pleted and presented to the 
board of directors of the 
Acacia Mutual Life Associa- 
tion by William Montgomery, 
president, reveals further 
gains. 

According to the figures 


| set forth by President Mont- 
|gomery, the paid-for  busi- 


ness for the month of Oc- 
tober, 1931, was more than 
$3,250,000. This amount is 


| larger than the correspond- 


ing figures for many months 
of the current year. 


special review course for ad- 
vanced men desiring to take 
the chartered life under- 
writers examinations opened 


A Perfect Score | the local university is one of | Nov. 17. 


One hundred per cent of | forty-eight selected as eligible 
the New York Life Insurance | for the course. 
Company’s salaried staff of| The 


Classes for beginners will 
be inaugurated in February. 
program calls for| A year of practical insurance 





more than 4500 men and wo-| classes held in the law school | experience and a high school 
men in Greater New York| and will be instructed by | diploma are entrance require- 
have subscribed to the Emer-! professors of that college. A‘ ments. 


gency Unem- 
ployment 
Fund, declared 


i\President 


Thomas A. 
Buckner _ this 
week. The total 
of subscrip- 
tions amounted 
to over $51,000. 
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Standard § 
| 


SOUTHEASTERN U. S. 


As a result of our expansion program, 
unusually attractive General Agency 
openings are available for the right 
men in most of the ten SOUTH- 
EASTERN states in which we now 
operate. Unexcelled policy contracts, 
most liberal first year and long time 
renewal commissions, allowance for or- 


ganization and office expenses. 


If you are looking for a real oppor- 
tunity, it will be to your advantage to 
communicate with us. 





SOUTHEASTERN LIFE | 


INSURANCE COMPANY 


President 1905 


c. O.. MILFORD, ORGANIZED 


GREENVILLE SO. CAROLINA 
Southeastern “U. S.” Should Remind You of Us 
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Life Presidents to Receive 
Important Business Surveys 


Current Year’s New Business, Insurance in Force and 
Policy Payments, Also World Insurance and In- 
vestment Trends to Be Covered at Convention 


NEW YoRK, Nov. 18.—Fortified by experience | 


gained through participation of their authors in a 


wide range of insurance activities, the life insur- | 


ance addresses on the Silver Anniversary program 
of The Association of Life Insurance Presidents 


give promise of unique contributions to insurance 


thought. A veteran execu- 
tive who won his spurs 


the agency field, two presi- 


dents particularly skilled in| 
financial administration, three | 


representatives of the legal 
prufession who are also ex- 
ecutives and two 
now occupying presidential 


chairs represent the life in- | 
surance business on the con- | 


vention program. 
Supplementing the broad 
perspective of these speak- 
gained through service 
in various sections of the 
country, surveys now being 
conducted by the association 
will contribute facts eagerly 


ers, 


awaited by the business. 
These will cover the year’s 
volume of new protection 


sold, aggregate insurance in | 


force, disbursements to bene- 
ficiaries and policyholders, in- 
vestment trends, the progress 
of the United States insur- 
ance-wise as compared with 
the rest of the world, and a 
twenty-five-year survey of 
legislative proposals consid- 
ered by the various States 
and Congress. 

As part of his opening ad- 


dress, President Frederick H. | 


Ecker of the Metropolitan 
Life Insurance Company, who 
will preside over the conven- 
tion, will announce the re- 
sults of the association’s sur- 
vey with reference to new 
business protection, insurance 
in force, and the year’s dis- 
bursements to policyholders 
and beneficiaries. Many are 
now guessing what the last 
six months will show in in- 
crease of insurance in force. 
The address of Mr. Ecker 
will answer the question as 
nearly as it can be answered 
until the final figures are tab- 
ulated some months after the 
close of the year. 
ciation’s report will be based 
upon actual figures for ten 
months and company esti- 
mates for the last two months 


Life Insurance 


in | 


actuaries | 


The asso- | 





: v4 
Frederick H. Ecker 





| of the year. It is anticipated 
| that reports will be received 
from companies representing 
more than 90 per cent of the 
total insurance in force in 
United States legal reserve 
life insurance corporations. 
Peculiarly appropriate, be- 
cause of the large amount of 
| life insurance assets invested 
in farm loans, will be the ad- 
dress of Charles F. Collisson, 
| Farm Editor of The Minne- 
|apolis Tribune. He will 
analyze the results of wide- 
spread experiments through- 











between the 


the Field. 


| 50 UNION SQUARE 








Organized 
Operating 


The Guardian Fieldman is equipped with 
||| organized visual presentations of proved 
selling power to satisfy the demands of 
today’s life insurance estate builders. 


| 

| The $l-a-Week Plan, the Family Income 
| Presentation, the Estate Digest, and the Spe- 
cial Income Annuity Presentation are only 
| a few features of the tangible cooperation 
| Guardian 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


and 


Home Office 


NEW YORK 

















out the Northwest, which are 
|said to have been unusually 
successful in increasing farm 
income. 

Life company executives 
| from all parts of the United 
States and Canada are mak- 
ing plans to attend the meet- 
ing at the Hotel Astor, New 
York, on December 10 and 
11, in order to obtain at first 
hand the results of the in- 
vestigations now being com- 
pleted as a background for 
| the insurance features of the 
| Convention. 





Inspect Nylic Building 


Twenty-five members of the 
| Senior Class of the Univer- 








sity of Vermont, students in 
the Economic Department, 
visited the New York Life 
Insurance Company, Monday, 
at 2:30 p. m., as part of a two 
day tour of business concerns 
in New York. 





Opens New Office 


Another unit was added 
last week to the agency or- 
ganization of Northwestern 
National Life of Minneapolis 
with the establishment of a 
general agency in Cleveland 
under the direction of Wil- 
liam A. Coles. This new office 
will cover the counties of 
Lorain, Cuyahoga, Lake and 
Geauga. 








| 


ability to handle such 








an agency. Address 


EXCLUSIVE 


Scranton-Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an unlimited production. 
Contract as good as the best, with exclusive rights. 
Confidential communication invited from those with clean records and with 


care of THE SPECTATOR | 
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Equitable of lowa 


Readjusts Dividends 


President Nollen Explains 
Why High Class Secur- 
ities Yield Low Returns 


The Equitable Life Insur- 
ance Company of Iowa will 
make a readjustment of its 
dividend scale commencing 


eral years, President Nollen 
points out, the rate of interest 
available for high grade se- 


curities has declined so that | 


the rate earned by the com- 
pany during 1930 was 
per cent, with no improve- 


nance hold 
tion of an increased rate for 
many years to come. 
much as the interest rate as- 
sumed in the present divi- 
dend formula was 5 per cent, 


the company has decided to | 


base its new dividend scale 
upon an interest rate of 4% 
per cent, with the same rate 
for dividends on funds left 
with the company under op- 
tions of settlement. 

The rate of mortality has 
also shown an upward ten- 
dency during the last few 
years, and savings from mor- 
tality is an important factor 
in dividends paid to policy- 
holders. 

Another feature seriously 
considered by the manage- 
ment was that of the advisa- 
bility of maintaining un- 
questioned security, or finan- 
cial strength as judged from 
the standpoint of increasing 
surplus funds essential to a 
growing or progressive busi- 
ness. It is felt by the man- 
agement that absolute safety 
is the first requisite. 





Veteran Agent Passes 


D. M. John, veteran agent 
for the Oregon Mutual Life 
Insurance Company of Port- 
land, passed away November 
5, 1931. Had he lived until 
the 17th of the month he 


would have completed twenty | 


years of service with the 


company. 





Heads Kiwanis Club 


James E. Rutherford, 
agency manager of the Penn 
Mutual Life Insurance Com- 
pany, was elected president 
of the Little Rock, Ark., Ki- 
wanis Club for the next year. 
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with the year 1932. For sev- | M@nager of the ’ 
| branch, becomes supervisor of 


4.9 | 


Inas- | 





Great-West Life Expands 


Offices in five important 
Ontario cities are affected by 
changes being made by the 
Great-West Life Assurance 
Company in carrying through 
its policy of expansion and 
reorganization. Under the 
new set-up Ottawa, Hamilton, 
London and Windsor, previ- 


| ously district offices will now 
operate as complete branches. | 


T. Milton Taylor, formerly 
Ontario 


the newly constituted Ontario 
Agencies. 





Visit Texas Agencies 
DALLAS, TEXAS, Nov. 16. 


| President T. A. Phillips and 
ment for the year 1931, and | 
that those well versed in fi- | 
out no expecta- | 


Vice-president O. J. Lacy of 
the Minnesota Mutual 
with Robert C. Lowe, agency 
director for the South, were 
hosts to the Fort Worth 


agency at a dinner and the} 


Dallas agency at a breakfast 
while on a trip to Texas 
recently. Sam R. Weems is 
manager of the Dallas agency 
and R. H. Pearson manager 
of the Fort Worth agency. 


Issues New Manual 


A new sales manual has 
been placed in the hands of 
National Fidelity Life repre- 


sentatives. This replaces the | 
manual which they put out in | 
the summer of 1930, special- | 


izing on their Guaranteed In- 
surance Additions contracts. 


The new manual is likewise | 


built for these investment 
contracts, but can also be 
used effectively for 


policy plans. 





Travelers Group Policy 


Foltis-Fischer Incorpor- 
ated, operators of restau- 
rants, has made effective a 
cooperative plan of group 
life insurance amounting to 
$650,000. All the employees 
of the company are eligible 
for the insurance under the 
plan underwritten by the 
Travelers Insurance Com- 
pany, Hartford, Conn. 





J. N. Sokohl Made Manager 


The Continental American 
Life Insurance Company an- 
nounces the appointment of 
Jacob N. Sokohl, as manager 


|of a branch office in Phila- 


delphia, with headquarters in 
the Heymann Building, at 
213, 215 South Broad Street. 
Mr. Sokohl was formerly 
manager for the Jefferson 
Standard Life Insurance 
Company. 





Life | 


other 





Practice Safety First 


The National Safety Coun- 
cil employees are to be pro- 
tected by approximately 
$265,000 of group accident 
and health insurance through 
a contract with The Equitable 
Life Assurance Society. The 
organization and the em- 
ployees will share in paying 
the cost of the insurance. 

The contract provides a 
total weekly 


to $40 a week for individuals, 
in eases of disability result- 
ing from sickness or non- 
oecupaional accidents. Bene- 
fits are limited to twenty-six 
weeks for any one disability. 


A Sure Winner 
Matt J. Winn, president of 
the American Turf Associa- 


tion, which operates four of | 
| the leading racing establish- | 





; indemnity of | 
$2,250, graduated from $10 | 


| ters at 97 Milk Street. 
| agency is preparing to train 
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ments of -the country, an- 
nounces that group life in- 
surance of approximately 
$200,000 has been provided 
for seventy-five officers and 
employees through a contract 
with the Equitable Life As- 
surance Society. The cost of 
the insurance will be shared 
by the association and the in- 
sured employees. 


Enlarged Facilities 


The facilities of the Moore 
& Summers _ organization, 
general agents for the New 
England Mutual Life in Bos- 
ton, are being extended by 
additions to the present quar- 
The 


and service an additional field 
force of about thirty men. 
Harold P. Cooley is director 
of sales for Moore & Sum- 
mers. 


Let’s fill up the tank 


and GO 


PLACES 


On a bright fall morning recently a filling station em- 
ployee remarked, “Weather like this makes you feel like 
loading up the gas tank and going places!” 


There’s nothing like the proper atmosphere to make 
you feel like doing things, and this does not apply merely 


to the weather. 


In fact, to the personal salesman nothing 


is so important as the “atmosphere” in the organization 


which he represents. 


That’s one big reason why NwNL salesmen are on their 
way to high goals. They feel good because of the exhilar- 
ating atmosphere of satisfaction and good feeling that 


pervades the entire Company. 


NwNL is proud of its equipment such as policies for 
every need, mail advertising service, sales helps, educa- 
tional advantages, and its sound and prosperous financial 
condition, but none of these is a greater reason for pride 


than the spirit of goodfellowship that fills the NwNL 


atmosphere. Let’s GO PLACES. 
The to 
Doorway Opportunity 





NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD. passiwwext 


STRONG~- Minneapolis Minn. ~ LIBERAL 
th ES RT A + SiR 
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S ge he 7 
By Wao, lied a 


DON’T know how old 

Young was when he 
famous “Night Thoughts,” 
he could not have been very 
youthful for he writes “Time flies.” 
The rest of that particular line, “Death 
urges, knells call, Heaven invites, hell 
threatens,” might, I admit, point to his 
extreme youth, for poetic adolescents 
always love to plunge themselves into 
funereal gloom. But to youth time does 


Edward 
wrote his 
but I sus- 


pect 


not fly. It lags with halting steps. 
Christmas will never come. School 
stretches on for centuries before a 


holiday. A sermon lasts for weeks. 


* 7 * 


FEW evenings ago I called on a 
A young man and his wife. They 
are young people, but the lady said 
that the day before had been her 
twenty-fourth birthday and she felt 


very old. “I was sixteen for years and 





years and years,” she said, “but now 
I shall probably be twenty-five before | 
I know it.” “And thirty, and thirty- | 
five and forty, as a falling body gains 
said Old Patriarch. 


momentum,” 


* * « 


HEN we began discussing the 
strange fact that time goes so 
much more swiftly, each year. We| 


wondered how long it lasted and if a 
year to the man of eighty was but 
as a day or a week to the child. We 
admitted that the interests 
and activities—at least ones 
of maturer might for 
some of it, but not for all. 


& 


which 


increased 
mental 
account 


years 


* * * 
AN it be that kindly Nature brings | 
about some chemical change in us | 

time increase its tempo | 
as we of less and to | 
her and the day to depart approaches? | 
Do have similar reactions? 
That question we could not imagine 
being answered, for how would it be 
ascertained? 3ut_ the puppy leaps 
about with unceasing activity and 
enthusiasm the day long and the old 
dog lies contented by the fire, not bored, 


makes 


become less use 


animals 


apparently. 





as : * 

HEN my host suggested mixing 

° | 

another cocktail and I looked at my | 
watch and found it was midnight. | 


Time indeed had flown and I departed | 
with the hope that my theory about old 
age and time was not too sound and 
that what had seemed an hour to me 
had not appeared eight or ten to my 
young hosts. 


Fire Insurance 











Mest cities have 


at least some old, uncared for and di- 
lapidated buildings which are a con- 


stant fire Portland, Ore., 
recently conducted an unusually suc- 
cessful campaign to get rid of such 
structures, which is described in an 
interesting article in the American 
City magazine November by 
Franklin H. Wentworth. The fire 
marshal of Portland secured the per- 


menace. 


of 


mission of the custodian of such prop- 
erties to have the building removed 
without liability to the 
owners. He would then get a wrecker 


expense or 





to agree to remove the building, se- 
curing the necessary permit from the 
city building department. The wreck- 
er would take the material and sal- 
vage as his compensation. During 
the first fourteen months this plan 
was in operation 820 buildings were 
790. wrecked. 


condemned and 


Making more 


money is a perfectly reasonable am- 
bition that most people have had since 
money was known. The average in- 
surance agent is also only human in 
this respect and when the proper op- 
portunity presents is prepared to take 
advantage of it. The Boston Insur- 
ance Company has a booklet with 
that title, “Making More Money,” 
which it offers to send any agent who 
wishes it. The booklet is unusual in 
many ways and the plan it presents 
is one that is almost certain to appeal 
to an agent with imagination and am- 
bition. 


[, his recent 
ruling that fire and windstorm poli- 
for terms of than five 
years may not be in Michi- 
gan, Insurance Commissioner 
Charles D. Livingston of that State 
says that no adequate reserves can be 
set up for such extended periods and 
that values fluctuate widely and 
changing conditions surrounding 
properties make such contracts inad- 
visable, unjust and discriminatory. 


cies more 


issued 


* * 


Tie Bureau of 


Agricultural Economics, United 
States Department of Agriculture, 
has recently made a comprehensive 
study of rural fire departments and 
it has published the result in an illus- 
trated pamphlet summarizing data 
obtained from a field survey with ac- 
counts of typical fire departments. 
The National Fire Protection Asso- 
ciation, through its committee on 
farm fire protection, cooperated in the 
investigation, and that well known or- 
ganization considers it a valuable and 
important contribution to the pro- 
gram of rural fire protection which 
it has advocated so strongly. Natural- 
ly the great fires of history have oc- 
curred in cities, but the individual is 
apt to feel more secure from fire in 
his city home than in the thinly settled 











rural districts or on the farm where 
water systems may be unknown or 
quite inadequate, and fire fighting ap- 
paratus and men far away. But at 
least conditions are much better than 
they used to be and such work as that 
done by the N. F. P. A. and the Bu- 
reau of Agriculture deserve the high- 
est commendation. 
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Lincoln-Chicago 


Merger Planned | 


NewCompanytoBeKnown | 


as Lincoln Fire Insurance 


Company of New York 


A merger agreement has 
been entered into by the of- 
ficers of the Lincoln Fire In- 
surance Company of New 
York and the Chicago Fire & 


Marine Insurance Company | 


of Chicago, IIl., subject to ap- 
proval by the board of di- 
rectors of each company, the 
Insurance Departments of 
their respective States, and 
ratification by the stock- 
holders at special meetings to 
be called in time to complete 
the merger prior to Dec. 31, 
The name of the company is | 
to be Lincoln Fire Insurance | 
Company of New York. 


Penna. Agents Get Together 


PHILADELPHIA, Nov. 17.— 
Philadelphia last Friday was 
the scene of a unique meet- 
ing. It was a “get-together” 
conference of special com- 
mittees of the Pennsylvania 
Association of Insurance 
Agents and the Insurance 
Federation of Pennsylvania. 

The purpose of the confer- 
ence was to discuss the prob- 
lems of the two organizations 
and to arrive at a working 
agreement. 

The one important result 
of the session was the ac- 
knowledgment by each side 
of the need for and the place | 
in the business of each of the 
two organizations. 

Little time was lost in set- | 
ting forth, by both sides, | 
whatever grievances’ they 
held. These points were dis- 
cussed amicably and all the 
differences ironed out. 

So successful was the meet- 
ing that another one will be 
held in the near future. At 
the next gathering it is ex- 
pected that a working agree- 
ment between the two or-| 
ganizations will be drawn up. | 
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| R. P. Barbour 
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‘Auto Underwriters Plan 
New Rates for Finance Lines 


| Guy E. Beardsley Elected President at Meeting in 
| New York, R. P. Barbour, Vice-President; Compre- 


hensive Cover for Eastern Territory Approved 


Hearings Held Under New 


Guy E. Beardsley, vice- 
president of the Aetna (Fire) 
Insurance Company of Hart- 
ford, was elected president of 
the National Automobile Un- 
derwriters’ Association at its 
annual meeting in New York 
last week. He succeeds R. M. 
Bissell, president of the Hart- 





Texas Licensing Law 


Nov. 16.— 


and 


DALLAS, TEX., 
After hearing claims 
counterclaims of a large 
number of “recording” and 
“soliciting” agents who have 
made application for licenses 


, 


under the new agents’ licens- | 


ing law and the agencies em- 
ploying them, the State board 
of 
took under advisement the 
matter of issuing licenses. 
The hearings were held in 
Dallas and were the first of a 
series to be held in the State. 

The new laws prohibits is- 
suing licenses to any person 
other than those actually en- 
gaged in the insurance busi- 
ness. It is designed to elim- 
inate the part-time agent, 
and such evils as rebating 
and overinsurance. 

The bulk of the hearings 


insurance commissioners | 


at Dallas involved the prac- | 


tice of building and loan as- 


sociations, automobile credit 
and other local concerns 
which have been obtaining 
licenses for representatives 
to obtain insurance on busi- 
ness done by them. That 
meant that some agencies 


named certain employees of 
such concerns as agents and 
obtained licenses for them. 

These concerns and the 


agencies and companies for- 
merly dealing with them 
claimed at the hearing they 
had a right to obtain licenses 
and said they are making ef- 
forts to obtain licenses for 
them now with a view of get- 
ting a large bulk of the busi- 
ness handled by them. They 
denied that buyers of such 
things as used automobiles 
or of homes and _ business 
houses handled by companies 
where agents were located 
were compelled to “take in- 
surance with that agent,” but 
admitted the bulk of such 
business was written by such 
agents. Opponents of that 
plan of licensing contended 
these agents were appointed 
to obtain that line of busi- 
ness only and were not in- 
surance agents in the eyes of 
the law. 

The commission at the Dal- 
las hearing took the position 
that it wanted to issue li- 
censes to all bona fide agents; 
would enact the letter of the 
law; that it did not want to 
work a hardship on anyone, 
but that it wanted these 
agents complained of 
either get in or out of the 
business.” 

(Concluded on page 29) 


“to | 


| ford Fire Insurance Co., who 
had served two terms as 
president of the association 
and was not eligible for re- 
election. 

The plan for a return to 


manual rates and regular 
commissions on finance busi- 
ness except certain very 


large accounts, was adopted 
and a plan for comprehensive 
cover was approved for op- 
tional use in the East. 


Robert P. Barbour, United 
States manager of the North- 
ern Assurance Co., was re- 
elected vice-president. Charles 
E. Case, assistant manager 
of the North British & Mer- 
cantile Insurance Co., was 
elected treasurer. He suc- 
ceeds C. C. Hannah, Eastern 
manager of the Firemen’s 
Fund. Mr. Hannah was elect- 
ed a director, and J. Rose 
Moore remains as manager 


of the association. Several 
changes were made in the 
board of directors, the di- 
rectors now being: A. T. 
Bailey, North British, San 
Francisco; R. P. Barbour, 
Northern Assurance, New 
York; Guy E. Beardsley, 
Aetna, Hartford; C. A. 


Bickerstaff, Fireman’s Fund, 
Atlanta; C. M. Campbell, In- 
surance Co. of North Amer- 
ica, Philadelphia; C. E. Case, 
North British, New York; 
R. I. Catlin, Aetna Casualty 
& Surety, Hartford; William 
Deans of Selbach & Deans, 
Continental; C. C. Hannah, 
Fireman’s Fund; Wilfred 
Kurth, Home; H. A. Miller, 





Insurance Co. of North 
America; E. M. Ransom, 
Commercial Union; J. F. 
|Stafford, Sun; John M. 


| Thomas, National Union, and 
| F. C. White, Hartford Fire. 


Fire Insurance 




















1e aking the ice\ 
for you\ 


in undeveloped fields of insurance; 
fields that require special knowledge and the active 
cooperation of experts. 
Through its special service departments and highly 
trained field men the L. & L. & G. has repeatedly 
proven its ability to bring real premium-producing 
results to its agents. 
The fields of Use and Occupancy, Profits, Rent, 





Rental Value and Explosion insurance are largely = 
untouched. Let the L. &L. & G. break the ice for you. ~fuvenroon, 
~-[Lonpon 

150 WILLIAM STREET, NEW YORK Ewe 
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North America’s 


New York Offices 


H. H. Reed to Manage All | 
Metropolitan Dep'ts | 
Beginning January | | 


Upon completion of its} 
new building on John Street, 
New York, the Insurance 
Company of North America 
will house there all of its ac- 
tivities in the metropolitan 
area. Looking to the most 
efficient administraton and to 
offer the best facilities to 
agents and brokers, it has 
been decided to consolidate | 
the fire and marine depart- 
ments as of January 1, 1932, 
and their combined activities | 
will henceforth be under the | 
general management of Hen- 
ry H. Reed. 

The following men will be | 
associated with Mr. Reed in 
the management: Bert S.| 
Fuller, John F. Purcell, David | 
G. Cameron, M. R. H. Gar-| 
nett, Benjamin O. Little and 
Clifford H. Weston. 

Manager Charles H. Wood 
will be transferred to the 
head office territory. 


To Repeat Mid-Year 
Meeting 


LANSING, MICH., Nov. 17. 
—The Michigan Association 
of Insurance Agents. will 
hold another mid-year meet- 
ing at the Hotel Olds in Lan- 
sing some time in February 
or March, it was decided dur- 
ing the past week at a meet- 
ing of the governing com- 
mittee of the association held 
in Detroit. The 1930 mid- 
year meeting, the first ever 
attempted, proved extremely 
successful, more actual work 
being done in the single day’s 
executive session, it was con- 
tended, thar at many State 
conventions. Because of the 
general favor accorded the 
initial session, it has been 
conceded by agency leaders 
all over the State that it 
would be an excellent idea to 
continue the custom. 


The National Board of Fire 
Underwriters has just issued 
regulations for the Construction 
and Installation of Tanks, 
effective Dec. 15, 1931; list of 
Appliances Inspected for Ac- | 
cident Hazard, dated October, 
©1931, and supplement to April, 
1931, List of Inspected Electri- 
cal Appliances, dated October, 





1931. 
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New Western Supervisor 
for Northern Assurance 


Louis W. Grupe 
resigned as secretary 
the Northern Assurance 
Co., in charge of the com- 
pany’s western business. 
He will be succeeded by 
Earl D. Patton, who be- 
comes assistant secretary. 

Mr. Grupe has been 39 
years with the Northern 
and has served in various 
capacities. He is to be 
married soon and will es- 
tablish a home and a busi- 
ness in Chicago, his na- 
tive city. 

Mr. Patton’s experience 
with the Northern extends 
over ten years. He has 
represented the company 
as a special agent in Ok- 
lahoma and a State agent 
in Kansas. 


has 
of 











Insurance Institute of 
Winnipeg 

At the eighth annual meet- 
ing of the Insurance Insti- 
tute of Winnipeg, 
one students were presented 
with diplomas for having 
completed either the fire or 
casualty courses. The Har- 
rison Memorial prize, created 
by the council in memory of 


F. J. L. Harrison, to be 
awarded to the student se- 
curing the highest total 
marks for the three-year 
course, was won by Miss 
Elizabeth Brookes. Officers 
for the 1931-32 season in- 
clude: Honorary president, 


R. O. Taylor, Northern As- 


twenty- | 


Trade Surveys Show Gains 


In Recent Retail Store Sales 


Reports of Merchant’s Association and Credit Men’s 
Byreau Indicate Pickups in Purchases and Improve- 


ment in Collections 


Trade surveys, conducted in New York and other 
cities, reveal a definite pickup in department store 
sales and an improvement in the general collection 
situation, recent reports of the Merchants Associa- 
tion of New York, and the National Association of 


Credit Men show. 


The Merchants’ report says: 


Liquidation of Peoples Fire 


| BALTIMORE, Nov. 17.— 
Liquidation of the Peoples 
Fire Insurance Company of 
Maryland was definitely de- 
cided upon at the meeting of 
the board of directors here 
last week. The process of 
liquidation has been going on 
and audits by the State In- 
surance Department and also 
by a private firm is now be- 
ing made of the books of the 
company. 

A new board of directors 
has been elected including L. 
S. Zimmerman, president; C. 
Ross McKenrick, vice-presi- 
dent and treasurer; William 
I. Deter, secretary; directors, 
Edward Guest Gibson, Fred- 
erick A. Gantert, L. S. Zim- 
merman, Tunis Johnson, Wil- 
liam I. Deter, Carl Ross Mc- 
Kenrick, Joseph Froggartt, 
Jr., J. Kent Bartlett, Jr., J. 
Tabb Robertson, and Robert 
D. Bartlett. 


surance Co., Ltd.; president, | 


E. P. Withrow, Dominion 
of Canada General Insurance 
Co. 


Sic Transit 


BIRMINGHAM, ALA., Nov. 
17.—Birmingham agents 
have been notified of the can- 
cellation of policies for 
$250,000 on the old Jefferson 
County Court House. Only 
$50,000 is now carried on the 
building. A pro rata share 


of $42.98 returned premium | 


was remitted to the county 


by 101 agents. Offices of 
the county have recently 
been moved into the new 


$3,000,000 court house, on 
which agents wrote total 
coverage on the building and 
contents of $2,600,000. 


Joins Svea Fire & Life Co. 


J. M. Wennstrom, United 
States Manager of the Svea 
Fire & Life Insurance Co. 
announces the appointment of 
S. C. Sault as State agent 
for the southern territory, 
with headquarters at Atlanta 


| Ga. Since 1924 Mr. Sault has 
| been a special agent and 
| superintendent, special risk 
| 
| 


department of the Insurance 
Company of North America. 


Glenn Frank’s Career 


Dr. Glenn Frank, who rose 
| from obscurity in a small 
| town of Missouri to the presi- 

dency of the University of 
Wisconsin at the age of 38, 
| will be the subject of a talk 
to be given over the NBC net- 


work Tuesday evening. 





“Statistics recently given 
out by the Federal Reserve 
Board show that October de- 
partment store sales in 239 
principal cities had increased 
since September more than 
the estimated seasonal 
amount. It was with a view 
to learning whether this 
movement has been continued 
in New York City and more 
particularly with the aim of 
showing the public concrete- 
ly the effects of increased 
buying that the bureau un- 
dertook its inquiry. 

“It is interesting to note 
that thirteen of the stores 
approached, or a little more 
than half, reported that they 
have already taken on extra 
employees to care for the 
current needs of the trade, 
and that many of them re- 
port that very recently there 
has been an increase in busi- 
ness. The extent of this in- 
crease varies. One store re- 
ported, for instance, that 
while there has been an in- 
crease in general sales, it 
was ‘not worth talking 
about.’ Other stores reported 
a pick-up that was fairly 
satisfactory, and one went so 
far as to say that their holi- 
day business had been good 
all the month and better than 
last year. 

“The replies made it ap- 
parent that more employees 
are going to be added in all 
of these stores just as soon 
as conditions warrant.” 

Slight improvements in 
many sections of the country 
in both sales and collections 
were revealed in the month- 
ly surved conducted by the 
credit association, thus 
strengthening the foundation 
of better collections and sales 
volumes evidenced the month 
before. 
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A Camden Agent 
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Calls on Prospects 


not on Strangers 


NSURANCE men who hold a Camden agency do 

not waste their selling time. They get to the point, 
quote rates and finish sales. For their entrance is pre- 
pared. They have called on men who know what 
they offer, and who have been made prospects by 
Camden's Advertising program. 
The Camden agent has no bother with his direct-mail 
advertising. It goes out to the agent's list, over his 
own printed signature, and Camden does the work 
of mailing and addressing. 
There are two great advantages to Camden's adver- 
tising pieces. First, they do not make a stupid plea 
to prospects to raise the figures on their existing 
policies. Instead, they suggest new, important cover- 
ages. Also Camden advertising stresses the agent.and 
his capabilities. It does not hide him behind insti- 
tutional ballyhoo. 


Advertising is only one of the advantages of being 
agent for this ninety-year-old firm. The Camden agency 
is valuable because it offers a complete line of fire, in- 
land marine,and automobile policies. It means that you 
are representing a company whose idea of justice and 
fair dealing has nothing to do with legal bickering. 
It means that you can promise your clients the serv- 
ice they expect with no possibility of unpleasantness. 
The possibility of a Camden agency will interest you. 
But the first step is to introduce yourself by asking 
about their advertising helps. You will value them. 
Write at once. 


The Ninetieth Anniversary Year of an Agency Com- 
§ 
pany Known for Its Cooperation and Fair.Dealing 





CAMDEN FIRE 


INSURANCE ASSOCIATION 


Camden, N.J. 
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31st Annual Edition 


Fire Insurance Laws, 
Taxes and Fees 
1931 - 1932 


Revised according to 1931 Legislation, the 
new edition contains over 750 pages of most 
useful information, treats of many additional 
subjects, and includes County and Municipal 
taxes and fees. 

PRICE $25 


A Companion Book 
1931-2 EDITION 


CASUALTY INSURANCE LAWS, 
TAXES and FEES 











Will be of great value to casualty, surety and 
miscellaneous insurance companies and repre- 
sentatives (on press). 
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License Law Hearing 
Held by Texas Commis- 
sioners 
(Concluded from page 25) 


It is reported a large num- 
ber of applications for insur- 
ance agent licenses in Dallas 
are involved in the hearing 
and in insurance circles it is 
believed the majority of 
them will be rejected. Each 
applicant for a license sum- 
moned before the board at 
Dallas was closely questioned. 

Attending the hearing at 
Dallas were Commissioners 
Tarver, DeWeese and Pope 
and Jesse Carter, rate expert. 


J. H. Martin Promoted 


LANSING, MICH., Nov. 14.— 
John Henry Martin, since 
1926 superintendent of agents 
for the National Liberty and 
who has been with the com- 
pany and affiliates since its 
Pacific Coast department of- 
fices were consolidated with 
those of the Home of New 
York fleet, has been made as- 
sistent general agent of the 
Home of New York, Frank- 
lin Southern Fire and City 
of New York, in addition to 
the National Liberty, accord- 
ing to announcement made by 
General Agent Ray Decker. 
P. A. Normend and C. I. 
Magill, assistant general | 
agents of the Home of New 
York companies, are named 
to similar positions with the 
National Liberty and South- | 
ern Fire. 


General Brokers Elect 


Arthur Arnow was elected 
president, to serve during 
1932, of the General Brokers’ 
Association of the Metropoli- 
tan District, Inc., New York, 
at the regular monthly meet- 
ing held last week. Leonard 
Jacobs was elected secretary; 
Joseph Wank, assistant sec- 
retary, and Abraham Prusoff, 
treasurer. 


Joins Fireman’s Fund 

Frederick B. McBride has 
been appointed assistant 
manager of the Atlantic Ma- 
rine Department of the Fire- 
man’s Fund Group where he 
will be in charge of ocean ma- 
rine underwriting for those 
companies. He has been as- 
sociated with the Insurance 
Company of North America 
in its New York office. 
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New Jersey News and Comment 








The Oradell Council has 
decided to raise the limits of 
the liability insurance cover- 
ing on the town’s fleet of cars 
from $25,000-$50,000 to $50,- 
000-$100,000. This increase 
was made on the recommen- 
dation of Councilman Moore 
in view of the tendency to- 
ward larger accident verdicts 
and the fact, also, that the 
additional cost was but a few 
dollars. 

* ~ os 

The recent political land- 
slide, with its probable effect 
on patronage matters, has 
caused something of a flurry 
in insurance circles. 

* * * 

A new fire alarm system 
has recently been perfected 
and installed in Ridgewood. 
By reason of the excellent 
work of its fire department, 
Ridgewood has enjoyed a 
very enviable fire record. 
This has been maintained for 
so long a period that the 
Schedule Rating office has 
given the village the benefit 
of much better rating, chang- 
ing from Class E to the verge 
of Class C. 

By a recent ruling of 
Judge Lebson in the Bergen 
County Court House, Hack- 





ensack, a Garfield man was 
convicted on charges of man- 
slaughter by automobile. This 
is the first manslaughter con- 
viction in three years. Dur- 
ing that time there has been 
at least a score of fatal acci- 
dents in Bergen County. 
What has happened to the 
other drivers? This brings 
up the question once more of 
whether traffic regulations 
and punishment for their 
violation are strict enough in 
New Jersey to be a deterrent 
to the reckless driver, the 
greatest menace of the road. 
ok * * 


An investigation into the 
safety inspection methods, 
used by North Bergen fire- 
men and policemen, has been 
started by Commissioner 
Paul F. Cullum, director of 
public safety. 

ok * x 


According to a survey re- 
cently completed by the 
United States Department of 
Commerce of business condi- 
tions in New Jersey, Hacken- 
sack residents each spend, on 
an average, $930 annually in 
local stores. This is the 
highest per capita purchasing 
power of any city in the 
State. 
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Vice-President of New York 
F. |. E. 


Sydney T. Perrin, of W. L. 
Perrin & Son, was elected 
vice-president of the New 
York Fire Insurance Ex- 
change, to fill the unexpired 
term of the late Warren F. 
Goodwin, at the monthly 
meeting of the exchange last 
week. A memorandum was 
adopted to Mr. Goodwin ex- 
pressing the high esteem in 
which he was held. Amend- 
ments to the exchange agree- 
ment regarding membership 
was adopted and a new rule 
form in buildings in course 
of construction. The rule on 
multiple construction risks 
was amended and a provision 
adopted concerning refriger- 
ating apparatus and equip- 


ment in ice manufacturing 
risks, 
William I. Armand was 


elected a member of the Ex- 
change. 





Chicago Fire Examiners 

The meeting of the Asso- 
ciation of Fire Insurance Ex- 
aminers of Chicago to be held 
tonight is called “Managers’ 
Night.” Ernest Palmer, 
manager and general counsel 
of the Chicago Board of Un- 
derwriters, will talk on “The 
Organization and Function 
of the Chicago Board of Un- 
déerwriters.” 








AMERICAN RESERVE 
INSURANCE COMPANY 


85 John Street : 


New York, N. Y. 





A. T. TAMBLYN, 
V. Pres. and Sec. 


T. B. BOSS, 


President 


E. L. MULVEHILL, 


Treasurer 


J. W. COCHRAN, 


Vice-President 
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This free 


CREDIT COIN 





cashes checks and 
establishes your 
identity at once 


You can avoid bothersome, em- 
barrassing delays in getting checks 
cashed in the 24 big cities listed 
below. The United Hotel Credit 
Coin also saves valuable time in 
checking out. Unexpected demands 
for money can be met at once. With 
only your registered number on the 
coin, no one else can use it. Take 
advantage of this convenience. 
Send for your free coin right now 
—using the coupon below. 


One of the extra services of these 25 


UNITED HOTELS 


NEW YORK CITy’s only United... . The Roosevelt 


PHILADELPHIA, PA. ...... The Benjamin Franklin 
SR I oe vcasevcisccecaus The Olympic 
ee The Bancroft 
a ME o0ncedeseexvcand The Robert Treat 
PATERSON, N. J......- The Alexander Hamilton 
THMITON, B.D. capecccecceseccs The Stacy-Trent 
a eee The Penn-Harris 
CO Se err The Ten Eyck 
PUI, OE. Wh cv cccsccccccces The Onondaga 
GL UL ercccenececussans The Seneca 
SAA SERRE, T We occ ceccccetes The Niagara 
PA oc nbbesddctdcccctiscons The Lawrence 
MEE, GES oc hcescccscincconcs The Portage 
PI bk onctwndescvucesmanas The Durant 
ee The President 
I MEY K.bdendnccunswad El Conquistador 
SAN FRANCISCO, CAL. .......... The Sc. Francis 
SHREVEPORT, LA. ..... The Washington-Youree 
SE GURRAOM, BA, 6 ccccccececss The Roosevelt 
SESW GRARAIM, BA. occ ccccescces The Bienville 
TORONTO, GOGF. oo. ccccccccs The King Edward 
NIAGARA FALLS, ONT. ............- The Clifton 
WINDSOR, ONT. ........... The Prince Edward 


KINGSTON, JAMAICA, B.W,1.. The Constant Spring 


WORTH CLIPPING TODAY 





UNITED HOTELS COMPANY 
1418 United Building, Niagara Falls, N. Y. 
Kindly send me complete details 
and a blank for your Credit Coin. 


Name 


Address 





























SECOND EDITION—Revised and Enlarged 


A System and Accounting 
for a Life Insurance 
Company 


By J. Charles Seitz, A. B., F. A. |. A. 
CONSULTING ACTUARY 


HIS book gives a mass of details in con- 

cise manner—both by means of forms and 
by descriptions and explanations. Each 
subject treated is complete in itself, and there is 
avoided the annoying feature of many books of 
practical instruction, which continually break the 
thread of thought by referring the reader to other 
pages. The subjects are grouped under seven 


divisions : 


General Department Policy Department 
Agency Department Accounting Department 
Medical Department Renewal Department 


APPENDIX 





Unification Is the Secret of Success 
A Fundamental Element of this Book 


The system is exceedingly well Adapted to Ex- 
pansion as the Company grows—an Essential 
Feature of any system. 


The hints and suggestions of the book will 
SAVE TIME, LABOR and MONEY. The 
book is a consulting expert always at your com- 
mand for the one initial fee. 


Mr. Seitz is well known as an able and prac- 
tical man in connection with the mathematics and 
accounting of life insurance, and the book here 
described, of which he is author, is a practical 
guide enabling a life insurance company to lay 
out a complete and economical system of keeping 
its accounts and records. Companies having good 
systems in operation may also profit by the use 
of this book, for it is probable that ideas can be 
gleaned from it which would save a company 
vearly many times the cost of the book. 


PRICE, per copy $35 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 West 39th Street, NEW YORK, N. Y. 


CHICAGO BOSTON LOS ANGELES NEW ORLEANS 
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Jones and Whitlock 
Enter Western Field 


Oldest Inland Marine 
Office Establishes Chi- 
cago Department with 


Full Authority 





Establishment of a Western 
department, with headquar- 
ters in the Insurance Ex- 
change Building, Chicago, is 
announced by President C. A. 
Siebold of Jones & Whitlock, 
Inc., recognized as the oldest 
American inland marine of- 
fice. 

William C. Eberle, former 
manager of the Pittsburgh 
branch of the Insurance Com- 
pany of North America 
group, and Frank M. Chan- 
dler, until recently assistant 
resident manager of the Em- 
ployers Group in Chicago, 
will be in charge of the new 
department. 

While Jones & Whitlock, 
Inc., have heretofore main- 
tained a local office in Chi- 
cago they are now expanding 
their activities in the Middle 
West in keeping with the ex- 
tensive facilities of their 
New York office. They will 
thus be in position to give 
agents and brokers a com- 
plete service, as the Western 
department will be equipped 
with full underwriting and 
loss authorities. 


Represent Globe & 
Rutgers 


Jones & Whitlock, Inc., are 
the United States managers 
for the inland marine depart- 
ments of the Globe & Rutgers 
Fire, Insurance Company of 
the State of Pennsylvania, 
American Constitution Fire 
Assurance, American Home 
Fire, Industrial Fire, and The 
Stuyvesent Insurance Com- 
pany. They are also United 
States manager for the auto- 
mobile department of the 


Globe Underwriters Agency. | 
In addition to these strong | 


facilities, the firm will make 
an important announcement 
soon in connection with cas- 
ualty and fire insurance fa- 
cilities. 


Both Well Known 


Both Mr. Eberle and Mr. 
Chandler are well known in 
insurance circles in the Mid- 
dle West. Mr. Eberle, who 
becomes head of the new de- 
partment, has been associated 
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1931 Fire Loss 


The National Board of 
Fire Underwriters reports 
that the estimated fire loss 
for October amounted to 
$35,501,530, which is $2,- 
298,544 more than the Sep- 
tember loss. 

The total loss for the 
first ten months of this 
year is estimated at $376,- 
215,007, as compared with 
$385,260,270 for the same 
period last year. 


| To Check Overinsurance 


LOUISVILLE, Ky., Nov. 12— 
An act which would place re- 
sponsibility for overinsur- 
ance upon the agent and 
upon the insured equally is 
recommended to the Ken- 
|tucky Legislature in a report 
by the auditor of public ac- 
counts for the Department of 
Fire Prevention and Rates. 
The report holds that such 
an act would go far to re- 
ducing the number of fires 
in Kentucky and ultimately 
would result in material re- 











with the marine department 
of the North America group 
of companies for more than 
ten years. He retires as 
Pittsburgh branch manager 
of the group to accept the 
new post. He was formerly 
comanager of the Western 
marine department of the 
North American companies, 
and now returns to Chicago 
territory after an absence of 
two years. 

Mr. Chandler, who will be 
associated with Mr. Eberle, 
is one of the best known cas- 
ualty men in the Middle 
West, with many years of 
experience in the business 
and with a wide acquaintance 
in agency circles. He has 
been in the casualty business 
for twenty. years, having 
started in 1911 with the Trav- 
elers in New York, and has 
served that company in vari- 
ous territories throughout the 
country. He has been resi- 
dent vice-president in charge 


the New York Indemnity, and 


tant resident manager of the 
Employers Group in Chicago. 


of the Western department of | 


until a short time ago assis- | 


duction in rates for insur- 
ance. 

The report points out that 
during the past two years 
there have been 249 fires of 


incendiary origin in the 
State. The ratio of convic- 
tion has been small. The re- 


ports add that overinsurance 
is not always due to negli- 
gence or cupidity of the in- 
suring agent. The agent, it 
states, is often deceived as 
|to the value of the property 
insured. 


Alabama Rules on “Farm 
Hand” Interpretation 


Persons employed in the 
operation of turpentine orch- 
ards and turpentine stills, 
and in the production of gum 
turpentine and resin, are not 
“farm hands,” and are en- 
| titled to all the benefits to be 
| derived from Alabama’s 
| workmen’s compensation law, 
it is held in an opinion writ- 
ten at the office of Atty. Gen. 
| Thomas E. Knight, Jr., at the 
request of State Superinten- 
dent of Insurance Charles C. 
Greer. 











White Collars 
Appetites, T 


especially hard on the 
woman worker. 

This does not mean that 
white collars are in the ma- 
jority in the army of unem- 
| ployed. But once out of 
| work, the clerical worker has 





| 
| had less chance of a “break” | 


| than the married worker. 
| Business concerns have not 
| as yet applied job rotation or 


| work spreading to the white | 
The laborer or | 


collar class. 
| mechanic may get his turn at 
part time, but the discharged 
| clerical worker is often out 
for the full count. 
To correct this serious con- 


This depression has been| 
so 
called “white collar” man and | 


Have 
oo, Remember 


dition, and to prevent despair 
taking heavy toll from this 
class of our workers, employ- 
|ers are urged to apply job ro- 
tation, or work spreading, to 
the clerical and other white 
collar forces, just as they 
have to industrial workers. 
Banks, business houses, in- 
surance companies and all 
concerns employing’ white 
collar workers should make 





New York-Bronx 
Merger Approved 


Stockholders Approve Plan 
to Consolidate Two 
Corroon & Reynolds 
Carriers 


The merger of the New 
York Fire Insurance Com- 
pany and the Bronx Fire In- 
surance Company of the City 
of New York has been ap- 
proved by the stockholders of 


both companies, who met 
early this week. The con- 
solidated company will be 


known as the New York Fire 
Insurance Company and will 
be operated under the man- 
agement of Corroon & Rey- 
nolds, Ince. 

The merger now awaits 
only the further approval of 
the superintendent of insur- 
ance, 


Like Buying an Auto 


BIRMINGHAM, ALA., Nov. 
17.—The Birmingham Asso- 
ciation of Insurance Agents 
has approved a plan whereby 
agents, if they’ desire, 
through a finance company 
may extend credit on pre- 
miums to their customers. 
Under the plan, if the cus- 
tomers desire more than 
sixty days’ credit the agent 
may collect 20 per cent cash 
and take notes for the bal- 
ance, payable in eight months 
on a one-year policy or 
twelve months on a three- 
year policy. The agent re- 
tains the cash as his commis- 
sion and turns the notes, 
which .include interest and 
carrying charges, together 
with the policy, over to the 
finance company. The finance 
company collects and remits 
to the agent, or in case the 
insured fails to pay, cancels 
the policy short rate basis. 
The agents transfer’ the 
notes without recourse ex- 
cept in case where there is a 
mortgages when it is neces- 
sary to sign them with re- 
course. 





an immediate study of this 
situation, says the Presi- | 
dent’s Organization for Un- | 
employment Relief. It is a 
challenge to management 
which must be met if we are 
to preserve our ideals of fair | 
| play and a square deal. 


Elect Sam B. Reed 
At the annual meeting of 
the Boston Board of Fire Un- 
derwriters, held Tuesday, 
Samuel B. Reed was elected 
president. 


Fire Insurance 
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THE 


November Horoscope 


In the early period of November to the 2Ist of 
the month inclusive Scorpio holds sway. Persons 

s under Scorpio’s influence are noted for 
energy, rage and ambition. 


Famous persons born under Scorpio are Gustavus 
Adolphus |V, Paderewski, Martin Luther, Marl- 
borough, Robert Louis Stevenson and James A 
Garfield 

Sagittarius reigns over the latter days of November, 
and determination and independence of spirit are 
two prominent characteristics found in people com- 
ing under the Archer’s influence 

Famous persons born under Sagittarius are Spinoza, 
Andrew Carnegie, Mark Twain and Dean Swift. 


The Topaz is your lucky stone. 
Your lucky colors are scarlet and gray. 


If you are in the life insurance business but not 
now under contract, the zodiacal signs are urging 
you to get in touch with the Royal Union. Our 
Company holds forth unusual opportunities for 
ambitious salesmen. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, lowa 


A. C. TUCKER, Chairman of the Board J. ). SHAMBAUGH, Pres. 
B. M. KIRKE, V.-P. & Field Mgr. W. D. HALLER, Sec’y 


for progressive agents... 





Life 
Underwriting 
Efficiency 


by Walter Claf 


Repeatedly described as 
the best beginners text 
available on life insur- 
ance salesmanship. Nu- 
merous subtle ways of at- 
tracting the prospects at- 
tention and beguiling 
methods of approach are 
outlined, followed by 
many ingenious closing 
suggestions. Selling ade- 
quate coverage is stressed 
with definite examples to 
show how the salesman 
may lead the prospect to 
discover the extent of his 
own needs. 


Price $1.00 


12 copies, $10: 
25 copies, $20. 





The Spirit 
of Life 


Underwriting 
by Walter Cluf 


In thts book, a sequel 
to Life Underwriting 
Efficiency, the author em- 
phasizes the importance 
of physical appearance 
and mental attitude. This 
book is not only highly 
inspirational to both the 
new and the experienced 
salesman but also offers 
many new and effective 
sales methods. One Gi. n- 
eral Agent says it is “the 
best sales book for both 
new and old men I have 
read in my 26 years in the 
business.”’ 


Price $1.00 


12 copies, $10: 
25 copies, $20. 





C. L. U. DEGREE QUESTIONS & ANSWERS 


Copies of complete set of questions 
answers to the June, 1931, C. L 
Degree examination. 


ans Price $1.00 


12 coptes, $10. 

















Assets Gain Nearly 
15 Millions 


Total Admitted Assets, December 31, 1930 
$148,905,570.40 


Total Admitted Assets, December 31, 1929 
$133,931,890.94 


Gain, 1930 over 1929 
$14,973,679.46 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, Presiden: 


Established 1879 Des Moines, Iowa 





BALTIMORE 


ORDER TODAY FROM 


THE INSURANCE FIELD 
P. O. Box 617 
LOUISVILLE, - KENTUCKY 


FREDERICK RICHARDSON, United States Manager 
GENERAL BUILDING - 47 2 WALNUT STS. 
PHILADELPHIA 
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Transferred to Selbach & 
Deans 


SAN FRANCISCO, Nov. 16.— | 
The Virginia Fire & Marine, 


which has been represented | 


on the Pacific Coast by H. L. 
Simpson, jointly with the 
Connecticut and the West- 
chester, will be transferred 
to the general agency firm of 
Selbach & Deans, according 
to a recent announcement. 
Mr. Simpson will be associ- 
ate manager with Clifford 
Conley. 





Averill Warns on Outlaw 
Policies 


A drastic warning has 
just been issued by Com- 
missioner A. H. Averill 
of the Oregon State de- 
partment of insurance to 
citizens regarding policies 
in companies that are not 
licensed to do business in 
the State and that are not 
subject to State regula- 
tion. 

Averill’s statement was 
elicited by the fact that 
the department is con- 
stantly besieged with re- 
quests for aid in collecting 
on policies in “outlaw” 
companies purchased 
through advertisements or 
through radio broadcasts, 
and on which in case of 
protest—collections can 
only be made _ through 
suit in the State of the 
insurance company’s orig- 
inations. 








News from the Texas Field 








president of the Gulf Insur- 
ance Company of Dallas at 
a meeting of the Board this 
week. He succeeds George W. 
Jalonick, Jr., who resigned 


erly president of the Utilities 
Insurance Company, was 
named vice-president. George 
W. Jalonick, Sr., remains 
chairman of the Board, and 
T. R. Mansfield secretary of 
the company. 





William H. Hunter, 51, for 
twenty years in the fire and 
casualty insurance business 
in Texas, died at his home in 
Dallas a few days ago. He 
had been associated with the 
Hartford, and the Commer- 
cial Union group with head- 
quarters at San Antonio, 


recently. G. G. Sheerin, form- | 


DALLAS, TEXAS, Nov. 16.— | 
Edgar L. Flippen was elected | 





| 


| 





Houston and Dallas. He is 
survived by his widow and 
two sons. 





P. E. Gragg, formerly a 
member of the general agency 
of Richey, Casey and Gragg 
of San Antonio, Texas, has 
established a general agency 
of his own under the name of 
P. E. Gragg and Son. 





The Hillsboro, Texas, city 
council has adopted an ordi- 
nance to prevent overinsur- 
ance. The ordinance provides 
that the insurable values of 
real estate property shall be 
based on estimates of the city 
engineer and the Sommers 
tax system used as a tax 
basis in that city. The maxi- 
mum amount of insurance 
against fire cannot exceed the 


‘ value fixed by the tax office. 








Insurance Credit Exchange 


DALLAS, TEx., Nov. 16.— 
The move launched by a 
group of special agents in 
Houston for the organization 
of an insurance credit ex- 


with encouragement in all 
sections, it is announced. The 
purpose of the proposed ex- 
change is to furnish members 
with information which 
would be of benefit and to aid 
them in better serving their 
clients. It is said a State- 
wide meeting may be called 
shortly to perfect a State or- 














ganization. 


change in Texas is meeting | 


| 
| 








Getting Ready for Commis- 
sioners 


DALLAS, TEX., Nov. 14.— 
A group of approximately 
forty local insurance men, 
drawn from all branches of 
the business, met here this 
week to outline tentative 
plans for entertaining the 
National Convention of In- 
surance Commissioners when 
that organization meets in 
Dallas a year hence. So far 
no committees have been ap- 
pointed in connection with 
the entertainment of the 
commissioners, but the form- 
ation of several committees 
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Suspicious Fires Show In- 
crease in Michigan 


LANSING, MICH., Nov. 17.— 
An unusually large number 


of suspicious fires have 
marked 1931 to date, accord- 
ing to Charles V. Lane, as- 
sistant State fire marshal. 
Incendiary losses, so far as 
known, however, have been 
held down to a modest figure. 
Mr. Lane’s division of the 
insurance department investi- 
gated 351 cases in the first 
six months of this year, ac- 
cording to a special semi-an- 
nual report prepared for 
Commissioner Charles D. 
Livingston, fire marshal ex- 
officio. There were only 408 
investigations during the 
whole of 1930. Arrests for 
the half-year numbered 70 
with 48 convictions, as com- 
pared with 89 arrests and 55 
convictions, throughout 1930. 
Of fires proved to be of an 
incendiary nature, 95 per 
cent were set to collect in- 
surance, the deputies found. 
There was over-insurance in 
56 of the investigated cases. 
Total insurance, however, 
amounted only to $1,027,409 
as compared with $2,240,086 
valuation of properties where 
suspicious fires occurred. 








is expected to follow shortly. 
The meeting today was the 
first held by insurance men 
since it was announced that 
the commissioners would hold 
their convention in Dallas in 
1932, and was purely in- 
formal. 











sixty-eight years. The other companies of the group share the tested 


| 
Fireman's FUND Insurance Company has the vigor and experience of _ 
| 
strength and uphold the traditions of this western pioneer. | 


Fire- Marine - Automobile - Casualty + Fidelity - Surety 


FIREMAN’S FUND INSURANCE COMPANY 


NEW YORK 


CHICAGO 


SAN FRANCISCO 


FIREMAN’S FUND INDEMNITY COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY OCCIDENTAL INSURANCE COMPANY 
and in the Pacific Coast-Rocky Mountain Field OCCIDENTAL INDEMNITY COMPANY 


BOSTON 





ATLANTA | 
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. a 
ACCIDENT—BONDING —AMI 


General Alliance 


Reduces Dividend. 


Company Decides on Pru- 
dent Policy of Extra Re- 


serves for Unusual 


Demands 


General Alliance Corpora- 
tion has reduced its quarter- 
ly dividend from 40 cents a 
share to 15 cents a share, ac- 
cording to announcement by 
President E. H. Boles. Mr. 


| 
| 
| 


Boles explains the action of | 


the company in the following 
letter to stockholders: 

“The reason for this deci- 
sion is our desire to strength- 
en the surplus of General Re- 
insurance Corporation (a 
wholly owned subsidiary), in 
view of present market prices 
of securities, and also to 
keep ample cash on hand for 
the time being in order to 
meet any unusual demands, 
thereby avoiding the neces- 
sity which might arise of 
selling securities in excep- 
tionally low markets. No 
such cash demands are ex- 
pected, but in these uncer- 
tain times we believe it more 
important than ever to pur- 
sue a highly prudent course. 

“You will be pleased to 
know that the insurance ac- 
counts of your operating com- 
panies are running satisfac- 
torily and that the investment 
income has been but slightly 
affected by present condi- 
tions. The money which 
would ordinarily be paid by 
General Reinsurance Corpo- 
ration as a dividend is not be- 
ing used for current require- 
ments; in other words, it is 
simply being withheld in or- 
der to build up an extra sup- 
ply of reserve funds, and in 
order to keep in thoroughly 
safe and. liquid condition 
against any and all adverse 
events. In short, the recent 
declines in the market prices 
of securities, and the uncer- 
tainties of the general busi- 
ness trend, make it advisable 
to take the course outlined.” 
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Elected Once Again 


| 
| 





Richard Fondiller 


Fondiller Enters 18th Year of 
Service for Actuaries 


Richard Fondiller, of Wood- 
ward, Fondiller and Ryan, 
last Friday entered upon his 
eighteenth consecutive year 
of active service for the Cas- 
ualty Actuarial Society when 
he was unanimously reelect- 
ed secretary-treasurer. Mr. 


N 


Lo 


SCELLANEOUS 





Casualty Actuaries Absorbed 


in Discussing Job Insurance 


Society at Eighteenth Annual Meeting Spends Three 
Hours on Subject Deciding Against Insurance Plan 
of Relief; Tarbell Reelected President with Entire 
1930 Slate; Many Papers Read 


| By BOB MONAGHAN 


| NEMPLOYMENT insurance, an electric sub- 


ject at almost every insurance gathering this 


| year, was the theme of a three hour informal dis- 
'eussion at the eighteenth annual meeting of the 





to his election to it in 1918, 
|he had for three years been 
the Society’s librarian. His 
record of service is the long- 





Fondiller has held this po-|est and perhaps the most 
sition for 13 years, and prior | outstanding of any member. 








BUILDING FUTURE SEEN 


GOOD BY DODGE CORP. 


A more wholesome tone in 
October business sentiment, 


| ficient momentum to 


although not yet felt in the | 
construction industry, is like- 


ly to bear favorably on the 
future revival of this indus- 
try, according to statements 
in the October statistical re- | 
ports issued by the F. W. 
Dodge Corporation. 

In connection with figures 
on construction contracts 
awarded in the 37 States 
east of the Rockies, this or- 
ganization points to an Oc- 
tober “revival of business and 
financial confidence from a 
state verging: on panic to- 
ward a more healthy antici- | 
pation of constructive solu- 
tions of underlying financial 
problems. While this turn of 
sentiment is the essential 
first step toward recovery, it 
has not yet gathered suf- | 


| of 


affect 





favorably business volume or | 


construction volume.” 
Construction contracts 
awarded during October 
amounted to $242,094,200 in 
the 37 States east of the 
Rockies, or 28 per cent under 
October, 1930. 
tial building led the three ma- 
jor construction classes with 
$99,092,400. This was fol- 
lowed by public works and 
utilities with $82,461,700. 


Ocean Accident Quits 
Credit Lines 
insurance business 
the Ocean Accident & 
Guarantee Corporation has 
been acquired by the London 
Guarantee & Accident Com- 
pany, according to informa- | 
tion given out by the former. ! 


Credit 


| 
| 


Casualty Actuarial Society in the Hotel Biltmore, 
New York City, last Friday. So engrossed were 
the actuaries in their discussion of this particular 
point, that a second topic for the forum meeting, 
medical loss ratios, went by the board and was 
carried over to the spring meeting which will be 
held in Hartford next May. 


Although the members of 
the forum conceded that it 
might be well to experiment 
with the coverage on a tempo- 
rary basis if the issue is 
forced, the consensus was 
obviously that unemployment 
insurance is not wanted by 
insurance actuaries. Hardly 


|a man spoke a word in its 


favor, and it was frequently 

denounced as a “palliative” 

which clouds the real issue. 
No one believed that the 


| unemployment hazard held an 


insurable risk, and in fact one 
member said, “it differs from 
all other human insurance 
hazards in that it is subject 


| to human control.” 


Non-residen- | 





James D. Craig, actuary of 
the Metropolitan Life, opened 
the informal discussion period 
with a brief résumé of his 
experiences during the sum- 
mer in Europe where he made 
an extensive study of the 
various forms of European 
social insurance. He explained 
the English, German and 
Austrian unemployment in- 
surance systems in brief, and 
reported their defects. He 
pointed out how Germany’s 
plan for 26 week’s benefits 
was only caring for about one 

(Concluded on page 41) 
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Penn. Federation 


Meets in Phila. 


Richardson Praises Life In- 
surance; Taxes and Dole 


Discussed by Speakers 





PHILADELPHIA, Nov. 16.— 
In his address at the mid- 
year banquet of the Insur- 
ance Federation of Pennsyl- 
vania at the Benjamin 
Franklin Hotel last Friday 
night, General Edward Mar- 
tin, state treasurer of Penn- 
sylvania, digressed from his 
prepared speech to remark 
that the State within a very 
short time will put a thirty 
day cancellation clause in de- 
pository bonds. However, he 
asked that the companies 
would not be too harsh on 
the bankers. 

There were four speakers 
on the program but Freder- 
ick Richardson, United States 
manager of the General Ac- 
cident, who acted as toast- 
master, was a highlight. Mr. 
Richardson staged a surprise 
when, in a few extempor- 
aneous remarks before intro- 
ducing the first speaker of 
the evening, General Martin, 
he spoke not of his own cas- 
ualty field, but of life insur- 
ance. 

“The insurance business at 
the present time is the main- 
stay of the country,” he said. 
He went on to say that loans 
on policies had increased 
tremendously in the last two 
years to where they now 
amounted to something like 
three billions of dollars. 

He told how life insurance 
funds were a_ tremendous 
reservoir and how it was a 
fund specially designed to 
meet individual requirements. 

“The time is rapidly ap- 
proaching,” he _ asserted, 
“when life insurance will be 
the biggest holder of free 
capital in the country. Peo- 
ple, through life insurance, 
are becoming capitalists with- 
out knowing it.” 

General Martin’s address, 
“Your Business and Mine,” 
was mainly a plea for greater 
public interest in government 
and a declaration for lower 
taxes. He said that taxes 
were not considered impor- 
tant before the World War 
but today they would make a 
nice dividend. 

The peak of taxation, he 
declared, was reached in 


recovery in business would be 
quicker than the recovery in 
taxes. He said that the recom- 
mendation of President 
Hoover to cut the Federal 
budget $350,000,000 was the 
greatest stimulant business 
has known in many months. 

John J. Leary, Jr., special 
investigator of the United 
States Department of Labor 
who has just returned from 





Non-Conference Carriers 
to Discuss Rates 


Casualty companies us- 
ing non-conference rates 
will meet in the State De- 
partment of Insurance 
next Monday afternoon to 
decide whether they shall 
be required to adhere to 
the rates, rules and classi- 





an investigation of unem- 
ployment insurance in En-| 


| 


Acts As Toastmaster 








Frederick Richardson 


gland and Germany, in his| 
talk on unemployment insur- | 
ance stated that the system 
works badly and is economi- 
cally unsound. He said that 
British labor was opposed to 
it and that the American 
Federation of Labor had gone 
on record as opposing it. 

“Compulsory unem p loy- 
ment insurance,” he _ said, 
“appeals to the heart and not 
to the head.” 

He remarked that the ex- 
perience in England had 
shown it to be a menace to 
government and the cause of 
lower wages. He said that as 
a result of the dole, unem- 
ployment in England today 
has become a profession. 

F. Robertson Jones, gener- 
al manager of the Associa- 
tion of Casualty and Surety 
Executives, in his talk com- 
pared the casualty and sure- 
ty business of twenty-five 
years ago and of today. He 
told of the adaptability of 
the business to changing con- 
ditions and pointed out the 
strong need for that adapt- 
ability today. 





Independence Indemnity 
Men in California 

PHILADELPHIA, Nov. 16.— 
W. Freeland Kendrick, vice- 
chairman of the Board of In- 
dependence Indemnity, left 
last Friday for California to 
attend the directors’ meeting 
of the International Reinsur- 
ance. Mr. Kendrick will re- 
turn to Philadelphia by way 
of the Panama Canal. J. 
Horace Shale, president of 
the Independence Indemnity, 
will leave for California the 





1921. He asserted that the 
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latter part of this week. 


fications designed by the 
various rating organiza- 
tions, it was announced by 
Supt. George S. Van 
Schaick this week. In a 
letter to such companies 
Supt. Van Schaick quotes 
subdivision 3 of Section 
141-b of the New York In- 
surance law _ regarding 
rates. 











Correction 
On page A84 of the Cas- 


|ualty Insurance Year Book, 


1931 edition, under the cap- 
tion Miscellaneous Insurance 
By States, under the classifi- 
cation Surety, the home ad- 
dress of the American Surety 
Company is given as Kansas 
City. This is incorrectly 
shown and should have read 
New York City. The same 
error was made on page A101 
under the classification Fi- 
delity and of course should 
have read New York City. 





Kentucky Casualty Co. 
Launching Soon 





Will Write Auto Lines, Has 
$100,000 Capital; Dr. Pope 
Is President 





LOUISVILLE, Ky., Nov. 17.— 
The Kentucky Casualty In- 
surance Company, Louisville, 
which has been in process of 
organization for two years 
or more, is completing its or- 
ganization and plans to se- 
cure its charter and start 
business within a few days. 
The company will write vari- 
ous classes of automobile in- 
surance, and plans to center 
on bus lines later. It will 
start with capital of $100,- 
000, planning to double this 
and enter Indiana and IIli- 
nois later. It will be under 
a Kentucky charter. Dr. 
Curran Pope is _ president; 
Dr. T. J. Yager, secretary, 
and William M. Duffy, Louis- 
ville attorney, also counsel 
for mutuals and reciprocals, 
will be general counsel. B. 
K. Elgin, Indianapolis, will 
be underwriter. 
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A&H Program Set 
Back to March | 


Huge Task of Gathering 
Data Slows Up Plans, 
Says F. R. Jones 





Recognizing the great 
amount of detail necessary 
before it can complete its 
plans, the Bureau of Per- 
sonal Accident and Health 
Underwriters has deferred 
the date when the program 
will become _ effective to 
March 1. 

Explaining the reasons why 
the work of launching the 
Bureau’s program has not 
progressed as rapidly as was 
first expected, F. Robertson 
Jones, secretary - treasurer, 
says that all the member 
companies had first to be cir- 
cularized for data which had 
to be turned over to the sta- 
tistical committee before 
rates could be determined. 
This required a large amount 
of detailed work, he says. 
Then the preparation of ad- 
visory policies necessitated 
numerous conferences of the 
committees, and their final 
decisions will require the 
member companies to have 
policy forms reprinted before 
any attempt can be made to 
operate the plan. 

Companies which so choose 
may put the plan into oper- 
ation as soon as they are 
ready. Mr. Jones points out, 
however, that it would be un- 
fair to fix an earlier date 
than March 1 for all com- 
panies, because even though 
some companies would by 
strenuous efforts be able to 
comply they would find that 
they were meeting competi- 
tion from their own members 
who were physically unable to 
meet such a fixed date. 

The: Bureau has advised 
the companies to notify their 
agents of the proposed 
changes before Jan. 1, so that 
the field forces may acquaint 
themselves with the details of 
the new plan and be ready 
to put it into effect immedi- 
ately after March 1. 





Union Indemnity Now 
in Montana 


Union Indemnity Company 
has been licensed to write a 
miscellaneous casualty insur- 
ance business in Montana, the 
Montana Department of In- 





surance has announced. 
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LD Dr. Z. stands out in my memory 


O like a crag on the Palisades. He 
taught the Orations Against Catiline 
what was known as the “old build- 
in our sprawling, overcrowded 
school. One of the real beauty spots 
in an otherwise dull and sombre edifice, 


in 
ing” 


the charm of his schoolroom did not 
strike you immediately; rather it 
deepened with close association. In- 


side its walls one lived quietly in the 
past, contemplating the brown wall 
studies of the calm, snobbish heads of 
Minerva and Apollo, and chilling to the 
writhing torture of the Laocoon as the 
serpents twined angrily about them. 
* * - 
R. Z. had been spreading the word 
of Cicero for more than a quarter 
of a century when I met him, and 
though his enthusiasm for the great 
crator’s bitterness was undimmed, 
he was even then beginning to decline. 
At first I thought him a little tiresome, 
for he had an odd habit of never allow- 
ing an example of Cicero’s irony to 
without explaining its obvious 
meaning. “Do you know what irony 
he would say. “I'll tell you.” 
And then he would drone into an inter- 
minable definition of the word, quoting 
worn out and banal examples to boot. 
We bored. At other times he 
was a fiery, voluble orator. He would 
entertain us for hours with stories of 
the glamour of Rome and the glory of 
Greece. There was nothing about myth- 
ology that he did not seem to know, 
and every Latin word had a charming, 
philological history for him. 
a + * 


pass 


is,” 


were 


E had come out of Northwest 
Montana, a youngish, towering, 
framed man with what one 
chooses to call a “reputation.” ‘This, of 
course, increased his romantic appeal 
to the young ladies, and he became a 
devil of a fellow with the smartest gig, 
seemingly well-lined pockets, 
manners, and an enormous capacity for 
raw whiskey. He was getting nowhere 
fast. Then, these things do, the 
bubble burst. How he ever became 
connected with the school no one knows, 
but he did, and from then on he never 
had any money any friends. 
It was a perennial rumor that he drank 
himself to sleep on Saturdays and holi- 
day eves. When I last saw him walk- 
ing slowly to school he had aged 
tremendously. I heard that he had 
lost a lot of his fire, and seemed to be 
holding out doggedly for his pension. 
But this can’t be epic, and Philip 
Barry’s sad line, “most men lead lives 
of quiet desperation,” speaks for me. 


loose 


as 


or close 
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| Fi may be only 
because we have an unusually active 
correspondent in  Lbaltimore, but 
there always seems to be something 
| going on down there. Last week it 
was a complete report of the accident 
situation, but this week we climb 
| from the depressing depths of acci- 
| dent statistics to the stimulating 
| heights of the theater. It seems that 








the Effandee Club of the Fidelity and 
Deposit Company will tread the 
boards of the Maryland Casualty 
Company’s auditorium tomorrow 
night to the words and music of “The 
Gypsy Rover.” After weathering 
the storm of a first night they will 
present the piece again for charity. 
We are still wondering if there are 
any men in the cast, or if our corre- 
spondent cares, but the girls are listed 
as follows: Evelyn Porter, Katherine 
Pfeffer, Helen Graser, Mary War- 
then, Hilda Coster, Margaret E. 
Meeth and Closette Parsons. 





Prices and spectacles 
| play a great part in the private lives 
| of the members of the Casualty Actu- 
arial Society. Of about sixty-seven 
members who attended the annual 
meeting of the Society in New York 
last Friday, we observed that nearly 
three-quarters of them were smoking 
the glowing bowl and peering reflec- 
tively from behind creations of the 
oculist’s art. It may be that all this 
equipment is the badge of introspec- 











PEOPLE anp 





IN CASUALTY INSURANCE 


seem to be battling with problems in 
another sphere. 

This impression is completely dis- 
pelled, however, after the stern busi- 
ness of considering the formal pa- 
pers is over. During the forum pe- 
riod when every member contributes 
his share to the entertainment, wit 
and enthusiasm are rampant. It is 
then that such capable humorists as 
Judge Clarence Hobbs of the Na- 
tional Council on Compensation In- 
surance get into action. Judge Hobbs 
is noted for his ability, and even his 
proclivity, to write a satiric Greek 
drama whenever insurance begins to 
take its people and problems too 
seriously. Leon S. Senior of the 
Compensation Inspection Rating 
Board, is another who is noted for 
his sardonic thrusts, William 


is 


as 





Breiby, of Fackler & Breiby, and 
Thomas Tarbell of the Travelers. 


That Altman windowpane 
we had so much to say about a few 
weeks ago—well, it’s safely in its 
frame. And it didn’t come from 
Belgium this time either, for a plate 
of the exact size which had been rest- 
ing in a Pennsylvania warehouse 
while all the other ruckus was going 
on, came to light and New York. It 
was transported on a specially built 
flat car so that it could get under all 
the viaducts and arrived in Jersey 
City last Saturday. A squadron of 
police guarded it to Altman’s so that 
a reporter with a sense of humor 


tion and profound thinking, for to | couldn’t heave a brick through it and 
the ordinary layman the actuaries | make a real story out of it. 
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Plate Glass 
Bureau Reports 


Saving of 16 Per Cent in 
Survey Costs Noted; 
Now Has 54 Members 





James A. Beha, general 
manager and counsel of the 
National Bureau of Casulaty 
and Surety Underwriters, on 
Tuesday made public a re- 
port of the first six months 
business of the New York 
Plate Glass Bureau. 

According to this report 
made by John W. Marden, 
manager, there are now 54 
members of the organization 
which have pooled the rat- 
ing, inspection, survey and 
claim work of the Metropoli- 
tan district. Under this ar- 
rangement, in the six months 
ending Oct. 31, the Bureau 
completed 11,859 losses, 13,- 
125 inspections, and 29,949 
surveys, making a total of 
54,933 separate pieces of out- 
side work. On the basis of 
the figures given, the cost 
per survey to the companies 
amounted to 0.7192, and for 
losses and inspections, 0.3596. 
These costs include all items, 
such as carfare, telephone 
calls by the surveyors to the 
companies, and administra- 
tion cost. The rating curveys 
on a 29 per cent basis of the 
Greater New York plate 
glass premiums of the mem- 
ber companies cost 0.0518, 
which compares with 0.0512 
for the Plate Glass Insur- 
ance Exchange of New York, 
taken over by the new sub- 
sidiary. In comparison of 
costs for 1931 and 1930, Mr. 
Marden states further that 
in 1930 the cost per survey 
was $.8548 against the pres- 
ent cost of 0.7192. This 
means a fraction less than 
16 per cent reduction. 

Adherence to manual rates 
and classifications accom- 
plishes little in plate glass 
insurance, Mr. Marden ob- 
serves, except as there is a 
uniformity of measurements 
used by the companies. 
Under the method of opera- 
tion the Bureau follows, this 
phase of the work is receiv- 
ing close attention. In order 
to verify the correctness of 
rates and sizes filed by the 
companies in connection with 
their renewal business, the 
Bureau is furnishing a copy 
of such measurements to the 
surveyors in every case. 
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| Dunham Advises on Claims 
| Against Federal Surety 


Col. Howard P. Dunham, 
Connecticut commissioner, has 
instructed former  policy- 
holders in the Federal Surety 
Company in the method of 
filing claims against the re- 
ceiver for that company. 
Col. Dunham says that the 
Connecticut insureds should 
place their insurance with 
some solvent company oper- 
ating in Connecticut, and 
then file their claims for the 
return premium representing 
the unexpired portion of their 
policies with Commissioner 
E. W. Clark of Iowa. The 
claims should be _ itemized, 
sworn to and forwarded to 
Julius Kunz, examiner in 
charge. 

The Connecticut Depart- 
ment refused to renew the 
license of the Federal Surety 
last April because of its un- 
stable condition. Last year 
it collected $68,479 in pre- 
miums from _ Connecticut 
policyholders. 





Henry Ives Speaks Before 
Carolina Federations 


Encouraging private enter- 
prise will put the South “in 
the nation’s show window, 
Henry Swift Ives, special 
counsel for the Association 
of Casualty and Surety Exec- 
utives, told the insurance 
federations of North and 
South Carolina, meeting in 
Charlotte, N. C., Tuesday. 

“If there is to be a revival 
of prosperity, there is a great 
need for leadership in a 
country-wide revolt against 
legislative tyranny in indus- 
try,” Mr. Ives declared. “The 
South today has the oppor- 








Bureau Subscribes to 
Job Funds 


Employees of the Na- 
tional Bureau of Casualty 
and Surety Underwriters 
in New York City, without 
exception, have subscribed 
to the Emergency Unem- 
ployment Fund. The sub- 
scriptions total $4,600, of 
which part will be paid at 
once and the remainder in 
semi-monthly installments 
until all is turned over to 
the Insurance Division 
of the General Committee. 
Branch office employees 
are making subscriptions 
in their own localities. 
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Michigan Bond 
Matter Tangled 





Agents-Att’y Gen’l Con- 
ference Fails as Solution, 


Special Session Urged 





LANSING, MICH., Nov. 16. 
—Little progress was made 
at a conference last week of 
State officials and a special 
committee of the Michigan 
Association of Insurance 
Agents toward clearing up 
the critical situation created 








in the State by the refusal of 





American Surety Waives 
Further 1931 Dividends 


It was announced by F. W. 


Lafrentz, Chairman of the 
Board of the American 
Surety Company, that in 


view of the fact that the 
company has paid dividends 
amounting to 14 per cent on 
the capital stock of the com- 
pany thus far this year, the 
board of trustees at its regu- 
lar meeting held Tuesday, de- 
cided not to declare any addi- 
tional dividend for the cur- 
rent year, 1931. 








tunity to assume that leader- 
ship. If it will adopt the 
settled policy of heartening 
individual initiative and of 
stimulating legitimate pri- 
vate business under the au- 
spices of a just and kindly 
sovereignty, there is no rea- 
son why it should not occupy 
an advanced position in the 
coming new era of national 
industrial development.” 








An analysis of production 
figures compiled by the 
burglary department of the 
Etna Casualty and Surety 
Company shows a marked in- 
crease in the number of ap- 


plications entered during 
September over those of 
September, 1930. October’s 


figures top September’s and 
are considerably ahead of Oc- 
tober, 1930 according to com- 
pany announcement this 
week. 

Although these figures in- 
clude all burglary lines, the 
increase may be attributed 
largely to the introduction, 





on August 15, ofthe new 





AETNA REPORTS JUMP 
IN BURGLARY VOLUME 


“Storekeeper—’ ” policy. 
Many of these have been sold 
throughout the country. Fur- 
thermore, this policy has done 
a great deal to make the 
7€tna’s agents and brokers 
“burglary-minded.” It has 
often happened that a solici- 
tation originally planned to 
introduce this special form 
has resulted in the acquisi- 
tion of one or more “major” 
burglary forms applicable to 
a mercantile risk. Also, a 
producer “campaigning” on 
storekeepers often extends 
his canvassing to _ include 
other types of risks as well, 
with a considerable degree of 
success, 


the surety companies to write 
short term tax collection 
bonds for city, village and 
township treasurers. 

Several members of the at- 
torney general’s department 
were instructed by their 
chief, Paul W. Voorhies, with 
whom the conference was ar- 
ranged, to go over the laws 
carefully in an effort to work 
out some plan whereby the 
statutory provisions may be 
met and the taxes collected 
as usual. It is feared that 
legal collection of the State, 
county and road taxes may be 
interrupted if the problem is 
not solved, in which event an 
extra session of the Legis- 
lature to modify the law 
would be almost a certainty. 

Since the law specifically 
provides that bond shall be 
furnished by the local treas- 
urers before the rolls are 
handed over for collection, 
there is considerable doubt 
whether the treasurers can 
proceed to accept taxes for 
county and State. 

The unfavorable light in 
which the banks are placed by 
the surety companies’ atti- 
tude in turning down busi- 
ness of this sort renders the 
situation particularly deli- 
cate. The companies’ atti- 
tude, of course, is that a sin- 
gle loss would probably wipe 
out profit on the business for 
the entire State. They would 
be willing, however, to write 
a performance bond not in- 
volving the depository fea- 
ture. 

Gov. Wilber M. Brucker, 
Commissioner Charles  D. 
Livingston of the insurance 
department, and Deputy 
Commissioner Taylor of the 
banking department were 
among those attending the 
conference with the agents’ 
committee. The governor 
realizes the gravity of the 
situation, but is extremely 
| loath to call an extra session. 
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Agents EVER mind the business outlook. 


and Brokers— Be on the lookout for business. 


MARYLAND CASUALTY COMPANY 
BALTIMORE 


CASUALTY INSURANCE AVAIL YOURSELF OF OUR VARIOUS HELPFUL SERVICES BONDING LINES 

















Agencies in 18 states 


Writing all types of Insurance and 
Bonds under the following classes: 
Accident Contract Bonds 
Automobile Fidelity Bonds 
General Judicial Bonds 
Liability License & Permit 
Workmen’s Public Official 


Compensation Miscellaneous Bonds 
Write for proposition 


GUARDIAN CASUALTY 
COMPANY 


Owen B. Augspurger, President 


Home Office: Buffalo, N. Y. 
































STUDY THE FIELD 














The Move That Wins 

LIKE in the game of checkers, agents who first 
study their field of activities and the position of 
companies relative thereto, move with reason- 
able assurance of winning. 

REPRESENT Commonwealth as a first move 
towards achieving success. With its full cover- 
age contracts and well directed Home Office 
co-operation you are- in a strong position to 
meet competition. 


Independence Indemnity Company 
CT. 


Ith Division 
Philadelphia 


J. HORACE SHALE, President 
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Caverly Leaves 


Globe Indemnity 





Takes Charge of Claims 
For Fidelity & Casualty 
As Vice President 





Raymond N. Caverly has 
been appointed vice-president 
in charge of the claims de- 
partment of the Fidelity and 
Casualty Company for the 
entire United States. He suc- 
ceeds Matthew C. Griffin, who 
died recently. 

Mr. Caverly was until this 
week counse! in charge of the 
metropolitan claims depart- 
ment of the Globe Indemnity 
Company. He was born in 
Minneapolis and received an 
LL.D. degree from the Uni- 
versity of Minnesota in 1913. 
His first insurance experi- 
ence, from 1913 to 1919, was 
as superintendent of claims 
of the Globe Indemnity Com- 
pany in Minneapolis, and he 
later was in charge of the 
branch claims office of the 
same company in Chicago. 
He came to the home office of 
the Globe in 1920 and re- 
mained in this position until 
1924, when he became coun- 
sel. 


Active in Societies 


His qualifications have been 
recognized by his insurance 
associates, who have named 
him to _ several important 
committees. He is at present 
president of the Alliance 
Against Accident Fraud, sec- 
retary of the Metropolitan 
Claims Conference and chair- 
man of the automobile claim 
committee of the National 
Bureau. He is also a mem- 
ber of the Metropolitan Ex- 
ecutive Committee and a 
member of the Arbitration 
Board of the National Bureau 
of Casualty and Surety Un- 
derwriters. 


Statistical Prospectus 
Published 


“Charting Courses,” a brief, 
well-illustrated book which 
attempts to prove to insur- 
ance companies the value of 
proper statistical and record- 
ing methods, has been pub- 
lished in a limited edition by 
Recording and _ Statistical 
Corporation, 102 Maiden 
Lane, New York City. It is 
the second edition of a book 
of the same nature published 
three years ago by the same 
company. 
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Casualty Actuaries Discuss Job Insurance 
(Concluded from page 35) 








third of its unemployed at 
the present time. 

He said that the difficulty 
in effecting any plan for such 
relief was embodied in the 
fact that one could not decide 
how much the benefits should 
be or how long they should be 
paid. He said that the prob- 
lem was one for industry it- 
self to solve, and declared 
that he believed in old age 
pensions for industry. If such 
systems were in vogue, he 
thought, a great part of the 
employment problem would 
be eliminated. 

At the morning meeting, 
Thomas F. Tarbell, actuary, 
casualty department of the 
Travelers, and president of 
the Society lead a completely 
reelected slate into another 
term of office. Those honored 
by reelection were: Roy A. 
Wheeler, vice-president, Lib- 
erty Mutual Insurance Com- 
pany, and W. W. Greene, 
vice-president, General Rein- 
surance Company, both vice- 
presidents of the Society; 
Richard Fondiller of Wood- 
ward, Fondiller and Ryan, 
again elected secretary-treas- 
urer. Members of the council 
elected for three years were 
as follows: Charles Haugh of 
the National Bureau of Cas- 
ualty and Surety Under- 
writers; Prof. Ralph Blanch- 
ard of Columbia University; 
and G. F. Michelbacher of the 
Great American Indemnity. 

Opening the eighteenth an- 
nual meeting President Tar- 
bell made a brief address urg- 
ing the members to take their 
duties as members of the 
Society more seriously and to 
contribute more often to its 
well being with their attend- 
ance and active interest in its 
programs. 

“The Society has contrib- 
uted much to the advance- 
ment of the casualty insur- 
ance business but we have not 
attained a position either in 
numbers or accomplishments 
which justifies any letting up 
in either individual or collec- 
tive effort. The results of the 
casualty insurance business 
for the past few years chal- 
lenge our energy, ingenuity 
and ability. Casualty actu- 
aries may have been unjustly 
accused of responsibility for 
certain rate situations actu- 
ally beyond our control. This 
is an added reason why we 
should increase our efforts to 


| those problems of the busi- 
|ness properly coming within 
the sphere of our influence.” 

Stewart M. LaMont, third 
vice-president of the Metro- 
politan Life Insurance Com- 
pany, read a paper on “the 
Contract of Personal Acci- 
dent and Health Insurance,” 
which traced the history of 
such contracts, and pointed 
out the maze of difficulty 
through which such insurance 
has passed. He said in part: 

“Insurance men first 
guessed, then studied and 
finally learned in the hard 
school of experience how to 
put the business on a sound 
footing and to alter its whole 
theory and practice. Knowl- 
edge of costs was gained, 
methods of underwriting se- 
lections were devised, the way 
was charted and confidence 
replaced fear. Policies were 
generally cleared of the old 
exceptions and few now re- 
main that attempt to exclude 
anything that may be fairly 
regarded as an injury and its 
cause an accident.” 

Mark Kormes of the Com- 
pensation Inspection Rating 
Board read a technical paper 
on “A Method of Assembling 
and Analyzing Data Reported 
Under the Unit Statistical 
Plan.” 

Emma C. Maycrink of the 
New York Insurance Depart- 
ment presented a paper on 


|“The Procedure in the Exami- 


nation of Casualty Companies 
by Insurance Departments.” 
She remarked that this pro- 
cedure is being lightened by 
the cooperation of the com- 
panies themselves in instruct- 
ing their own statistical de- 
partments to prepare the data 
for the State examiners. She 
advised that further study of 


statistical and accounting 
methods be made. 
Paul Dorweiler, actuary, 


accident and liability depart- 
ment, Aetna Life Insurance 
Company made “Observations 
on the Variation of Com- 
pensation Losses Under Pay- 
roll Exposure.” Mr. Dor- 
weiler pointed out that con- 
ditions depending on average 


wage level, the percentage 
rate of weekly compensation, 
the actual minimum and 


maximum weekly payments 
established by law, determine 
whether more stable loss 
ratios are produced under a 





payroll exposure or man year 


contribute to the solution of | exposure basis. 











Is 


Insurance 
Gambling 
y 


The gambling instinct un- 
doubtedly provided a large 
share of the incentive for 
insurance during its early 
development in England. 
The two practices are alike 
in that both are based on 
the theory of probabilities. 
Just as the successful dice 
thrower must know how 
many times a certain num- 
ber will turn up out of a 
hundred throws, so must 
the 
be able to anticipate the 
proportion of risk assumed 


insurance underwriter 


to premiums collected. 


But the similarity of insur- 
ance to gambling, as prac- 
tised today, ends there. 
Gambling is destructive and 
creates loss; insurance is a 
which 
conserves and protects 
A discussion 
of this interesting phase of 
insurance will be continued 


constructive force 


against loss. 


in subsequent issues of this 
series. 
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